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Kansas City—The Heart of America 


SHOWN ABOVE is an airview of downtown Kansas City 
By the yardstick of major enterprises, Kansas City is the 
nation’s most diversified city. It derives its wealth from 
wheat, corn, livestock, oil and lumber. To this must be 
added transportation by rail, air and highway and a vast 
and a development in the field of manufacture 

From a little river-front town with wide mud cuts for 
streets, Kansas City has developed into a sprawling, teem 
ing, twentieth-century city of many facets. At the western 
boundary of the state and the confluence of the Missouri 
and Kaw rivers, this geographically centered city is one of 
rare beauty and at the same time, a workaday world of 
vital factories, giant oil refineries, busy railroads and roar- 
ing planes, skyscrapers, grain elevators and bawling stock 

ards. 

. A natural terminus and reshipping point for livestock, 
Kansas City has long been recognized as the center of the 
livestock and agricultural market of the United States 
Its healthy and expanding meat industry is regarded as 
essential for the strength of a growing America and its 
importance as a meat packing center is shown by the fact 
that it ranks second in the nation as a livestock and meat 
packing center 

Located on the eastern boundary of the nation’s largest 
wheat producing state, Kansas City ranks first in the coun 
try as a cash wheat market and as a primary wheat 
market. It is second in grain elevator capacity. In flour 
roduction, it occupies second position in the nation 

ecated in an area ranking high in agriculture in widely 
vacted categories, it is not dependent upon one or two 





crops but enjoys a prosperity derived from numerous de 
pendable an undamental sources 

Kansas City has become one of the world’s principal 
wholesale markets, with an annual volume of approxi 
mately three billion dollars Enjoying unusual accessi 
bility to al) parts of the country, Kansas City is served 
by 12 major trunk line railroads, 6 airlines, 14 bus lines 
and 147 truck lines It is also making rapid strides in 
manufacturing. There are more than 1,300 manufacturing 
establishments in the metropolitan area More than 108.,- 
000 persons are employed in these manufacturing activi- 
ties at an annual payroll! of 218 million dollars. More than 
20,000 persons are employed in firms manufacturing only 
food and kindred products 

Further proof of the city’s versatility lies in its rank 
as second among the roducers of walnut products in 
America and its outstanding over-all position in the lumber 
industry. As the heart of a great agricultural area, it is 
natural that Kansas City should rank first nationally as a 
distribution center of farm equipment. As a motor car 
assembly city, Kansas City is forging steadily ahead 

Its retail areas enjoy national prominence as being 
among the most complete and most beautiful in the coun- 
try. This century-old metropolis is also a home city with 
residential sections generally recognized as the most beau- 
tiful in America 

Kansas City is the home of the Retail Credit Association 
of Kansas City, the eleventh largest unit of the National 
Retail Credit Association with a membership of 658 as of 
February 17, 1953 
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Close-ups of Your Credit Customer 


To set up a profitable and satisfac- 
tory relationship with a credit customer, 
you need information on the following 
facts: 


Where is he employed? Approximate 
? 


pay? 
Does he have a bank account? A 
loan? 


Does he have dependents? Car? 
Home? 


Where has he had accounts in the 
past? 


How has he paid his accounts, whom is 
he paying now, and how much? 


All these facts are put together in 
organized form when you order a 
Factbilt report from your local credit 
bureau. Call them for a report on 
each new credit applicant and each 
additional request. 





Reports anywhere through affiliated members of 


AssociaTep Crepit Kureags of America Ine. 


7000 Chippewa, St. Louis 19, Mo. 








Salional presents the first and only 
[WE KEYBOARD 


adding machine 


to use motor bar... 


Saves up to 50% hand motion! 


Now—for the first time you can add and list without 
depressing a motor bar! On this remarkable National 
every amount ke is its wen motor bar. because every Live” Keyboord is 
kev is electrified combined with 8 other 
Simply press the keys you want to add—the machine time-saving features 
loes tt instantly! Your hand need never leave the “Live found only on National 
Keyboard when adding amounts. You f Automatic Clear Signal @ Sut 
hand motitor 
n red @ Automat 
eather-to 
1it Balance @ Avutomat 
ever to press two or more 
iving! All ciphers print e-up of tape when ‘ote 
ived! Operators love it—they do ir wo vith so ts Large Answer Dio 
h Key Action @ 


THE NATIONAL CASH REGISTER COMPANY, pavron 9, onto 








Today— 


an old Ford car and 


the price of some gasoline 


is a Passport to the Entire United States 


NATIONAL 


375 JACKSON 


Yes, it’s as easy as that. All you 
need to do is fill up your car 
with some gasoline and you are 
free to travel anywhere ‘you de- 
sire. No red tape; no one to stop 
you at state lines, no showing of 
passports, no entrance fee to 
each state, etc. This remarkable 
fact is the result of our hard 
fought for rights and our desire 
to live as free people, without 
undue restrictions and conform- 
ing to rules of dictators. This 
we appreciate today more than 
ever before. 


Yet, the astonishing thing is 


RETAIL 
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CREDIT 


that the American people are as 
uniform as they are. That uni- 
formity is due to the schools, the 
press and political institutions— 
and the fact that one may move 
freely over the whole area. 

As your car is your passport 
to your entire country, so are 
the National’s Collection helps 
and Sales Builders your passport 
to bigger and better collections, 
credit sales promotion, and edu- 
cation to discourage overbuying. 
Write the National Office today 
for a folder showing actual sam- 


ples and prices. It’s free on request. 


ASSOCIATION 


ST. LOUIS 5, MO. 
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One Cycle Control at Harzfeld's 


SAUL D. KASS, Comptroller, Kansas City, Missouri 


CCASIONALLY a revolutionary idea is advanced be obtained anywa 
O to reduce expense and increase efficiency. Cycle checks to audited total 
billing was such an idea. We dare say that all stores Phe controls that are kept take about five minutes 
going to this method have found savings in many ways rece and are quite simple hey consist of tv 
However, one of the bugaboos has been in balancing the records which must balance with each other 
ycles. Some stores had 16 controls and others 150 iccording to les. In this control, col 


In any event, mis-sorts are quite a problem and some re up on a 14 column worksheet tor customers 
thing that is difficult to overcome. Peculiarly enough, the ounts, employee accounts and branch store accou 
efficiency of the alphabetizer has little effect on mis-sorts Vhere is a debit and credit column for each ot these head 


Why? Salespeople write in a customer's name and it i ngs. Entries are made daily from records supplied 


not often that they spell the name back to the custome iles audit At the close of each day it is ible to know 


You say that use of Charga-plate or similar devices will the balance in each heading Actually, this is done at the 
reduce this. Granted, but not many stores get more than se of each month. The second record, also 

40 per cent usage. Consequently, as you all know so well 14 column worksheet, consists of a daily entry shown 
customers’ names are spelled in most unusual ways that e total charges, credits, payments, transters from w 


really tax the ingenuity of the credit manager ill, journal entries, etc. This information 
lie , ; ; | 
Ihe result is a mis-sort and you cannot just put the plied by sales audit on an envelope Ww 


ilescheck where it belongs. Instead the salescheck must upporting the entries are ) Once 


, 
vo to the control clerk who credits one cycle and charge ecords are balanced and ill show 


, ce hle 
inother l he volume of mis-sorts 1s great enough in most ount receivable 


stores that it requires a full-time person to correct then Ar this Stage you are pr 


ind this costs money nternal auditing to the wind 
t ble but we | provide some checks and 


\fter the posting it 1s mecessary to balance to the cor yam 
trols which have been kept in most instances by still an e Fair added saleschecks and credits 
j 


other person And you usually check the posting against posting and anced this total agains 


+ +} 


€ 
the proof sheet too. If the control does not balance, then heets Phis to us was too time cor 
starts the laborious task of finding the error And what eliminate the checking bugabo« 


; 

happens? Unless you are lucky you may tind your wsting we had a girl take the statements 

mailing schedule is behind idding machine. A comptometer could 
g 


} ] le l } , , | 
Fortunately, a revolutionary idea comes along and it ided the actual saleschecks and subtracted 


did! Three years ago the Fair Store, Fort Wort! avments, then added is vickup to 
This must agree with the balance on the 


the batch 


Texas, came up with the one cycle control Lat ur 
I 


’ rre 1 | 
other store developed the two control system We are of nent \s soon as corrections are made 


the opinion that one control is best adapted for the quality photographed and mailed 


of personnel that is available today, and will, in addition This system is much 


| 
give the greatest saving in expense However, atter three tormerly used and which 


' 
vears it is a brave store indeed. that has switched to the ilso more accurate as more 


} 
t 


one evele control ual check the ope itor 


Apparently retailing is going through the same period not physi lly possi 


ot watching that occurred when cycle billing started ‘ 1 t down 
ven tod iy many firms, more than you re ilize, have failed 

to accept cycle billing Lhis is difheult to understand 

parti ularly when our expense ratios are on the upward 

trend We have not yet heard a firm state that the 

change to cycle billing did not result in a saving in ex 

pense and increased efhciency. We even know of firm 

with only 5,000 accounts who have found many adv 

tayes in cvcle billing But there is no need 


evcle billing, as this has been thoroughly discussed in vour tember and October we chang 


meetings ind magazines 
Here is how one evele control works at Harzfeld 
One control is set up for all customers’ accounts. Em 


ployee accounts are kept in a separate control and the ow then do we 


same is true for our branch stores since they are not lo ry \ will add 
cated in the city In case of a mis-sort the salescheck i 

merely filed in the proper account unless it belongs 

the emplovee section Salesc hecks ind other media can 

moved at random without control records 

Sales audit still sorts saleschecks by 


a total by evcles but this is done only 
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“Vive Les Credit Women’”’ 


PATRICIA M. SMITH, Credit Manager, Shukert Fur Company, Kansas City, Missouri 
President, Kansas City Credit Women’s Breakfast Club 


ODAY nm the Heart of America 123 rd-work acterized by their enthusiasm t “ir work Lhey keey 
} ' | ] rl] , ] 
ing women move torward, in unison, in the endeavor their mental muscles supple \ nk clear quickly 
j iT } ldey 
of credit, forming the largest Credit Women’s Breaktast reatively, and decisively; « houlde will u 


" , he lattes 
Club of North America They are proud of this tact nately tall greate resp Lhe la 


seventeen Presidents igo the group was small but the tent with 1 smal T stor T ! ind 


zeal was so great that continued growth was imminent mount of respor 


There is no magic formula for the success our club has All credit won i i to d becomin 


a re | " y ry } of } 
thus tar enroved Initial organization required lots of ictims of me il ane y Samuel Hotter 


imagination, initiative and perseverance lean tein in the followin 

was ind an essential factor How well the trom tact 
group works together depends on the spirit of friendship irve upon the residue.” 
developed within i Pleasantness has no substitute 
Each member wants to be acknowledged as an individua | t ’ ‘ loday tew talents 
ind considered and treated with respect. An interest | ly wniz rs yuickly rewarded 
her point of view oftentimes benefits the organiz ) t i i ) ct lepend upor it 


} ] : +} 
This member not only joins but participates and the « s tl le bh written with 


richer 
Real entl oJ trat if th le ‘ nN 1 
al NuUSIASM demons ited " 1¢ et i im 
part a spirit, to the members which becomes contagious 
Once this contagion intects the group success is inevitable 
ot the Kan 


(Jur standards have been set high t nduce outstanding \ could hold a 
men s Breaktast lub the reflection 


I i 

accomplishment. We contin vy work toward this goal redit Wo 
It is a foregone concl hat employers re« ratifving as well challenging to the 

and praise the achievements of the breakfast clubber By ers 1 ever approac hing tuture 

her constant thirst for knowledge, which is appeased by he success of our club, or any club, is, wa nd 


the educational programs, she becomes a more valuable ilways will dependent upon the enthusiasm, interest 


asset. Of course, there are some girls more thirsty and ind cooperation of its member Vive la Faith, | we 


others more quickly appeased The former are char iste F ac aan 


PPP PPP PPPS OPP PPP PPP PP PPP LPP PLP ~~ . ~~ 


savings? A $250.00 per month contro cidentally, we know o m in Washington, D. ¢ 
) 


erk is no longer necessary \ person already in the de whose only check i visual check while photographing 


partment spends just a portion of her time in adding thereby eliminating 


ition, and 
' , , ; 
ileschecks, taking care of branch stores, et Thus, there thi the 


ving of one and one half people No longer do we month 


Mr. Mayo 


about balancing icvcl Instead our eftort i 


rected to get the statement to the custome Phi i\ 
account for the fact that lection percenta 
dowt only one per cent ' | y h 
than the Feder il Reserve hig > rr our 
the nation. Keep in mind, too 

r, which lasted eight weeks 

etter authorizing job « I 
< cle being posted can he t 
earlier than before We tee > handli 

will eliminate lost ileschecks and reduce ou 

lortage ()ne store using is system had 

lortage 1 six months 

Herman Radolf in a recent issue of MH omer 
discusses statements Alfred Mayor, head t mi handising risks in style goods made by Lou \ 
Systems Division, $. D. Leidesdorf & Compan ; Baum, General Manager, Kline's, Detroit, Mich There 
erning one and two cycle control Mr. Mavor is « we r gamble, there no { iter game of chance 
nitely opposed to it, saying that it lets the bars dows the game of retailing If re att take 
tar He recommends a 20 control system saying ‘ you dor ! nt ind if you cant pla 
idditional work is worth the effort. We agree that a the ¢ o win, then s ) # the retail busines 
ontrol system is no more work than the two contro s so aptly stated Robert Whiteman 
tem but a saving of $3,900.00 annually plus the 2 Controllers’ Congre New York ( 
benefits cited make the one control system worth . ip those pr 
Apparently, Mr Mayor teels there i il ) T ‘ ilcula I we 
vet a one control indi atiny that he na 


the one w 
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Eliminating Credit Card Fraud Through Publicity 


H. M. BARRENTINE, Retail Credit Manager, 


OR YEARS we were plagued with fraudulent use of 
EF: credit cards. While lost and stolen credit cards 
contributed their share, the majority of fraud instances 
were committed by persons to whom the credit cards were 
issued, through excessive purchases beyond any reasonable 
requirement. Such purchases usually involved high priced 
items such as tires, batteries, sun visors and other mis 
cellaneous automotive equipment. 

Reviewing a fraud’s credit report he does not appear 
different from the average applicant even to the credit 
man The credit report is usually limited, lacking in 
antecedent information. As a general rule such parties 
start out immediately with excessive fraud pure hases upon 
being issued the credit card. We have experienced some 
cases, however, where the party has had a card as long as 
a year before starting the fraud. Those who start im 
mediately it is clear what their intentions were, while 
the others we are inclined to think either were biding 
their time, establishing themselves, or were of low moral 
fiber when financial problems arose 

We have always maintained a policy that merchandise 
must be installed on or delivered into the automotive 
equipment. Investigating and checking back with the 
service station operators, we would develop many and 
varied stories surrounding a fraud delivery. Some service 
station salesmen would be frank and say that they had, 
at the customer’s suggestion or proposition, given him 
cash to help him along his way and had written up a 
charge ticket for merchandise not actually delivered 
Most of the service station operators admitted that they 
did not install the merchandise, that the customer threw 
it in the back of his car and proceeded on his way. 
Further investigation developed that the merchandise was 
sald to another operator dow n the highway ata reduced 
price 

To examine a single fraud item, which for instance 
might be from one tire to a set of tires, such a single 
charge would appear in line with credit card policy. 
Credit card accounting procedure followed by Oil Com 
panies does not bring to the Credit Manager's attention 
excessive purchases until the month's end. Instead of 
posting the items, they are filed in a folder by customer 
and totaled at the end of each month. It is not until 
the bookkeepers prepare monthly statements for customers 
that the credit man’s attention is drawn to a sizeable 
balance and an investigation of the account is made. A 
review of the accumulated purchases would show 20 to 30 
tires and sometimes more, 15 to 20 batteries, and 20 to 
25 sun visors, each purchase made at a different service 


station. It is then clear what has happened 


A few of our major frauds of this type have amounted 
to several thousand dollars and as high as $6,000.00 
over a period of 15 to 35 days. We could take a map 
and trace the route of the fraud purchaser, traveling up 
one highway and down another, purchasing from every 
service station operator who would lend him an eat 

After accumulating many investigations, it seemed clear 
that a pattern was established. First, the party was a 


“stranger” to the service station operator second, he was 
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Skelly Oil Company, Kansas City, Missouri 


a smooth talker with a convincing story in other 
words, playing the old confidence game; third, our serv 
ice station salesmen were being “taken in” 
“stranger” and our service station salesmen 
match for this confidence type operator 

Petroleum Company service station salesmen ar 
of all instructed to be helpful and friendly to the travel 
ing public In spite of the many and varied stories that 
our investigation would bring to light, there appeared a 
pattern that our service station salesmen in the 
majority of cases were trying to extend help te 
stranger” in femporary finan ial stress 

Believing that the vast majority of service station 
salesmen are honest and wanted to do the right thing, in 
early 1952 we compiled a list of several of our 1951 out 
standing frauds. This list contained the actual stories 
as told us by service station salesmen who had been 
taken in” by that “fraud stranger” and this list was 
distributed to all of our service station operators 

7 hinking had prevailed up to this time that by giving 
service station salesmen fraud details we would be sow 
We pondered long 


before deciding to inform our service stations about 


ing unsavory seeds in their minds 
various fraud details. Our decision to publicize fraud 
information was based on the clear belief that fraud 
purchasers were already sowing the seeds for us and by 
forewarning with the truth about such strangers with 
a proposition, the service station salesmen would be able 
to recognize them. We further reasoned that a small 
number of service station operators who would cooperate 
with the fraud purchaser would come to know that we 
were awake, and that they were putting nothing over 


on us. 


I ach new service station operator ts given the intorma 
tion at the time he checks in to the service station. We 
are now completing our first year ot keeping service 
station salesmen informed and so far we have not had 
one single fraud purchaser able to put over his story in 


our mar keting territory. 


Credit Card Interchange Arrangements 


We, like many of the Petroleun Companies have 
credit card interchange arrangements with other Con 
panies. It is amazing to note that since our publicity 
fraud purchaser will travel through our marketing 
ritory without being able to practice fraud and in 
mediately begin making fraud purchases upon entering 
interchange company territory They will again travel 
back into our territory and the trauds l This 
uppears clear proof that when the vast majority of honest 
service station operators are informed and forewarned 
that they are ready and willing to help eliminate this 
fraud problem. 

No doubt in the ensuing years we W ill encounter a few 
instances where a minor number of unscrupulous service 
station operators will be “taken in” or cooperate with the 
traud purchaser But, on the basis of our experience, we 
are convinced of the good that has come to ourselves and 


our dealers in eliminating the fraud parasite. Lehiahel 





The Retail Credit Association of Kansas City 


DOROTHY FOSTER, Credit Manager, Duff and Repp, Kansas City, Missouri 
Past President, Retail Credit Association of Kansas City 
Past President, Credit Women’s Breakfast Club of Kansas City 


HE RETAII red Associ m of Kansas City 


rot ) finance 
was organized in April, 1918 by 


humMbde©r 
a group of men : len 
who felt the necessity for 


Veal ‘ ’ ) t reports 
an exchange of credit intorm vulat ‘ it the , e were file reports 

selves They organized the Bureau in ( that uso, 1 reason this change has 

the fall of 1918, and in 1921 th 

Merchants Assox 


ne ween mace Poss 


time the 


tion among then 


t was incorpor ited as 


ition Credit Bureau At that 


ooperation of mem 
principal users were the downtown retail stores s are up to date 
In 1922 the Association had 64 members The Bu 


reau in 1922 had used 738 


NOVeE square teet of 
SH 

4 telephone trunk lines and 15 direct 

file numbered approximately 275,000 


made during the year were 44,564 
now { growth ot the yanizatior we 
compare the figures for 1952 \embe rship has in 
to 670; 156 employees - on the payroll 
square teet of floor space in use For 


1? O00 


1 we have 45 trunk lines, 30 direct 
Deletype writers ] 
approxin itely 2.000.000 


Kansas City 


An improvement 


been 


month after 
irea 


j u ol person in the 
the use of the TTL’ c 0 0 t 

1utomatic system for cribers, whereby \ : \ . rated Newcomer 

they can dial the other part of the sel Ise | oan hle group tor consumer 

Bureau without ol t h the switchboard Lhe lit dey nt n 

big improvement for 1953 is the installation of air 


1 
ed, and will | 


con 
ditioning, which has been start use this 
coming summer 


| ad yu . t letis ich week 
The volume of reports made has increased so greatly ' 
mber 1952. 48.000 reports 


This was 3.000 more 


on 
men poes 
n the month of Dece 


vdquarter daily 


losely with the rtment, sherift’s 


than were handled offix c. Dale Boles 
n the entire veat 192? 


\ 


the 


(Ot interest ! hang ibout in the last ten 
useT t ve service and the types of 


0 per cent of the 


SU per cent came 
ercentage ilmost 


: , 
cent retail stores, and 


SHOWN ABOVE, on the left, is part of the reporting staff of the Credit Bureau of Kansas City. On the right is 
of the order board, files, TelAutograph equipment and file clerks 
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years, the Kansas City group has held an annual Credit 
School. This school has had a consistently high at 
tendance, never averaging less than 130 each night 

For some years A, L. Dye has been in charge of the 
Bureau and has served as Secretary of the Retail Credit 
Association. Our Association is also proud of having had 
two members serve as Presidents of the National Retail 


Credit Association, Arthur P. Lovett and H. J. Burris 


Credit School at Kansas City 


For the third successive year a Credit School offered 
under the sponsorship of the Retail Credit Association of 
Kansas City was held in January and February, 1953 
‘The average attendance was 150. Meetings were con 
ducted in the spacious auditorium of the Jenkins Musik 
Company 


A series of five weekly sessions comprised the School 
Opening the School was Leonard Berry, Educational 
Director, National Retail Credit Association, who dis 
cussed, “The Place of the Credit Department in Busi 
ness." At the second session a Panel Discussion on 
“Taking the Application” was conducted by Dorothy 
Foster, Duff and Repp Furniture Company, as Moder 
ator. Assisting her were, Harry M. Barrentine, Skelly 
Oil Company; Nick J. Nero, Commerce Trust Com 
pany; Patricia Smith, Shukert Fur Company; and Don 
Faulk, Kline’s. The function and procedures of the 
Credit Bureau were explained by Robert K. Pinger, As 
sistant Manager, Credit Bureau of Greater Kansas City 
Later sessions covered, “Analyzing the Credit Risk 

“Collections,” and “Customer Relations.’ 
each of the formal presentations there was a question and 
answer period with active audience participation. Ar 
rangements for the School were made by the Educational 
Committee of the Association headed by George Elliott 
First Vice President of the Association; H. L. Lynch 
President of the Association; and A. Lloyd Dye, Man 
ager, Credit Bureau of Greater Kansas City. The audi 
torium was made available through the generosity ot 
Paul W. Jenkins, President, Jenkins Music Company 


Following 


SHOWN ABOVE is a photograph of the first session of the 1953 Kansas City Credit School 


the front row will be seen Leonard Berry 
A. Lloyd Dye, who extended the welcome to the students. 


Credit Conditions in Kansas City 


Cyril J. Jedlicka 
Vice President 
City National Bank & Trust Company 
Kansas City, Missouri 
HE YEAR of 1952 was an interesting and 


perous year for instalment credit granters Par 


pro 
ticularly was this true with most bank instalment loa 
departments. Loan volume was large, government credit 
controls were lifted, economic conditions were favorable 
merchandise of all kinds was plentiful and with the full 
employment prevailing, collections presented no great 
problems. Conditions in the Kansas City trade territory 
have been very favorable and its continued growth and 
ictivity indicate a continuation of this high volume of 
business for most or all of 1953, making it a part of the 
extended post-war boom rather than a recession year 

In the last two or three years, however, our economy 
has changed from one of shortages in many lines of 
merchandise to one of plentiful supply. The auto in 
dustry plans to build 5.3 million passenger cars against 
4.4 million in 1952. Furniture and appliance manu 
facturers are planning big increases in number of units 
produced and sold Most raw materials as well as 
finished goods are in ample supply. “Passive” selling will 
It will take well-trained, aggressive 
sales forces to sell and merchandise the vast amount of 


no longer suffice 
yoods our factories will produce. Competition will set 
the tune for our business activity 

Competition, too, will be a dominant factor in 1953 
in the credit field. In the past whenever sales competi 
tion became acute, greater emphasis was placed on con 
sumer credit as a tool for assisting sales and there is no 
reason to believe this pattern will be any different this 
year. Credit granters discounting paper for retailers 
will be offered more and more marginal contracts as the 
competition increases. Care must be taken or loan 
portfolios will be filled with too large a percentage of 
questionable or substandard contracts There is no sub 
stitute for proper down payments and merchants should 


Fourth from the right on 


On his right is George Elliott, who presided at the session, and to his right 
On Mr. Dye’s right will be seen H. L 


Lynch, President 


Retail Credit Association of Kansas City 
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94 94 Worth Saving? 


Dr. J. L. Brakefield 


Director of Public Relations 
Liberty National Life Insuranee Company, Birmingham, Alabama 


N YOUR BUSINESS and mine, new ideas a s, that powers are wrest 
continually | dure 
declare nh ere powel 
‘mame j provisior } 1d ny ind 
is thes 
Why do ou propose 
What do you think it 


Where in our business does | : " ) t iin | 


] 


When in our business does rly? rent ind eternal vigilance 


How will it work 
satistactorily answer these que 
ganization will likely adopt the proposal 
not justify the idea, it will be rejected Again we review 
from time to time, the practices that | 
i longer or shorter period We revies tor ti ) u ! is well Vhings will 1 
pose of determining their merit i wh uatn brought Ameri isis that holds 


that persist, their possible become roused 

termining whether any inges r appl ) o ngetr e “goings o d la ) actice 

structures may be necess 
These analyses 

yut to our com 

can people 

Indeed 

tice All propos 

mit iffect the 

le should demand the fact ‘¢ or throws them t 


here is no middle 


examination > peo 
ind their verdic l in accord with the truth . ] 
Only those proposals ’ ind up under the WI ls or fail L here 
What W here ind ) tormul , @ tluation should rt ! | d economy 
be considered as possibly worthy idoption 


Those who are charged with the responsibilitie ) f ) ou n think 


a 
idministering the affairs of e lished practices and rt r a little while no the American 


procedures should be held to strict account of their ac las | perfectly i s attorded 

ties They should appraise the people of the efhiciency o } oppor . . reasonably want 

the practices and advise with them pertaining ! I lu | | vlities and to n 

modifications or changes that may sar to be essenti \ ot talent as made it possible tor u 

to the continued and increase: gress of Americar ; vopes and ambitions far more than anticipated 

economy. lee American way has demonstrated its super 
Just as the Board of Directors designates and control or iy other system of economy yet devised 

the policies and practices of a business so should the peo pite its proved worth, there have always been and 
of a free economy, an economy of, by and for th he re now those who find fault with its fundamental 

people, direct all factors otf its endeavor It is prin s and their applications. You will recall that 

when people become derelict in their duties, as free citi Dor fhitty ve av there were audible rumblings ot 


concentrate on selling merchandise rather thar 
terms 

Some few credit granters have already experienced ided with obligatior ‘on paymer 
rise in delinquencies. In some of these cases, this inct ontracts with safety. ( 

largely to an improper follow-uy minor d itting ts may 
linquency, which in turn is due to clerical turnover in the 
collection department. Wise credit granters are review 
ng their credit policies and procedures to make sure they ; t tud operations and 
are adequate under present-day conditions \ ir procedures so t » volume we are now 
critical examination of new applications for credit couplee ir bo \ e pr ible and collectible « 
| the ca onot , p *** 


with more adequate redit check uy through 
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discontent among small segments of our people. They 
criticized the operation of our free economy and mag- 
nified any deficiencies in its practices. These rumblings 
have come and continue to come from those who are 
unwilling to pay the price of the American way; those 
who are happy to accept their privileges but not their 
responsibilities ; those who take advantage of their oppor 
tunities but refuse to recognize their obligations; those 
who interpret liberty to be license ; and those who seek 
political advantages, personal gain or group preferences 

In the early days we paid little attention to those who 
were antagonistic to our way of doing things, to our 
methods of approach to problems, or to our accomplish 
ments. It did not occur to us that ideologies contrary to 
our mode of life could gain more than occasional listeners. 
Our heritage, we thought, could not be disturbed. We 
admitted that discontent in other areas of the world on 
the part of a few had developed into cancerous propor 
tions, even to the point of destroying long established 
modes of life. Our attitude was that nothing could 
happen in America to alter or destroy its tradition and 
its freedom. 


We Enhanced Our Social Values 


So, we went right along in our everyday work. We 
continued in our endeavor to build our businesses and 
professions to increase our economic worth and to enhance 
We did not question those who were 
We did not sub 


ject them to the why, what, where, when and how for 


our social values 
crying out against the American way 


mula that we apply in our business and_ professional 
endeavors. 

While we were going our respective ways, these spe 
cial interest groups waged continuous, quiet and ettective 
campaigns to bring about changes—changes that would 
destroy the foundations of our economy The antago 
nisms limited to extremely small segments a half century 
ago, have become more widespread among the people 
The fact is, we have now come face to tace with the 
grim realization that ideologies contrary to the American 
way have gained more than beachheads in the thinking 
of considerable numbers of our people. We are amazed 
at this discovery. We are bewildered by the fact that 
some among us would make use of the tundamental 
principles of a free economy to overthrow the way of 
has made possible. We had 


not realized, until recently, the seriousness of conditions 


life that such an economy 


that have reached such proportions as to demand immedi 
ate and sound action of all Americans. We can no longer 
continue our lackadaisical attitude toward trends that 
threaten our progress. Every one of us must exercise 
more than casual interest in the economic, political and 
Whether we like it or not 


every one of us is going to participate in the America 


social aftairs of our nation 
tomorrow We can do it willingly or we can be forced 
into it, as we may choose. We must determine what 
our respective parts shall be, what actions we are to take 


When these things 


have been determined, we must then follow them through 


and what courses we are to tollow 


to the limit of our ability. 


In our eftorts to establish our courses of action, we 


might well employ the analytical methods that we apply 
in our businesses and professions. We must now de 
termine whether or not the America envisioned ind 


largely accomplished by our forefathers is the America we 
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If it is the America that we want, we 
If there should 
be some changes, we should know what changes should 


want to endure. 
should want to know why we want it 


be made, why they should be made and what would be 
the results. 

It appears to us that the truth in relation to three 
questions would give us a sound basis on which to de 
velop our course of action ‘I he questions are these 

1. Why America? Why did it come into being? 

2. How America? How was it born? 

3. What America? What has it accomplished ? 

The answers to these questions should appraise us of 
the value of America, should show whether “It Is Worth 
Saving.” 

Why America? Why did it come into being 

It is young among the nations of the earth but its 
accomplishments have no parallel in this or any other 
age. It is both the envy and the wonder of the rest of 
the world. It has reached a pinnacle in economic and 
political power never before experienced by any people 
A country that is so young and has accomplished so much 
‘T he re 


must have been some reasons for its coming into being. 


cannot be accounted for as a mere happenstance 


There must have been some purposes for its development 
It is hardly reasonable to suppose that a nation of such 
tremendous significance in the affairs of men could have 
come about without specific cause and purpose 

Great movements are rare occurrences the course 
of human events. They are conceived in the hearts and 
souls of men and require years, even centuries for fruition 
Movements are continually being set in motion Most 
of them are short-lived and few persist longer than the 
Howeve 


once In a great while there is a movement that 


generation which gives them birth 


tremendous significance in the generation ot 
ind one that lives and grows in importance 
of men down through the ages. 

\ search through history reveals 
which, to us, stand out above all others 
ences. Perhaps you can think of others 


to you to be more important Vhe first of these 
of time, not necessarily in significance 


ment of the Children of Israel 


Servitude in a Foreign Country 
You will recall that a people left their homeland and 
were finally reduced to servitude in a fore yn count 
It seemed for a time they would be removed from among 
the aftairs of men yut if was not vw Div purp 
that this should happen The Children of 
subjected to servitude because of the 


the Crod of \brah im 


sacred the covenant between God 


because of their ta 


Jehovah would not allow them to be 

in captivity by a Pharaoh or any other 
day or in any day since 

In His wisdom, God developed one 

il, economic, social and rel 


es of his day is perl s no other 
schooled who, according God's 


r} 


up these people 1 whole nation—and guided 


' 


through long years of education and training that fir 
equipped them t iter the land which |} 


betore am { ! acct 


return 





That was a tremendous movement in its day; a move 
ment that has lost none of its significance in'the centuries 
since. The Jew has maintained his identity and the 
program set forth for him will be completed in due time 
and in accordance with the Covenant of Old. 

Nations that have persecuted the Jew have suffered 
defeat and decay. God will not tolerate, for long, mal 
treatment of His chosen people. Russia will go the way 
of all the others who have attempted to reduce the Jew 
to servitude. Indeed, this will be an important factor 
in the ultimate fall of the Communistic state. 

The second and to many the greatest movement of all 
time was that initiated by the Messiah. You will recall 
it had been prophesied that of the house of David there 
would be born the Christ Child In time, the birth 
occurred as predicted. Because of circumstances sut 
rounding His birth many failed to recognize Him and 
because of the differences of the Kingdom proposed by 
Him from that expected, many refused to accept Him 
However, despite all these things, the Christ established 
1 philosophy of Life that has influenced every generation 
tor two thousand years, one that is more earnestly ac 
claimed by each succeeding generation, one that will grow 
n power so long as men live. Men have never success- 
fully found fault with His philosophy nor have they been 


ible to modify it by additior 


deletions or changes 
Reverently, the third eat movement was that which 
resulted in the coming into being of America; the Amer 
ca that has become the greatest country of all time; the 
America that } been and is the hope of mankind; the 
America that points the way to life abundant; the 
America that is dedicated to the development of the 
individual to the full realization of his potential 
It has been the objective oft man, since he was ejected 
the Garden of Eden, to redeem himself to once 
warrant the esteem and respect of his Creato 
crushed his disobedience 
this goal, man has tried innumerab 
of lite ivilizations have followed 


succession, each new one bei vy Dulit on the ashes ot 


a long line 


old and every one holding, for a while, hope 
would grow with the vig youth and reach maturity 
with promise only to fall in the hands ot despoti 
practices and die 


despaired. He 


his failure } 


that sometime somewhere, some place would 
be found in which he could dream, hope and plan, in 
which he could lin in harmony with his tellowman, in 
whicl . bitions for freedom could be re 
wine, along with us, that men 
edges around the then known earth an 
ooked out across the vast expanse ot the waves in the 


earnest belief that somewhere beyond there would 


tound a place in which thev could liv commensut 
the purpose for which they were created 


late as OUU years it was not vet tor mar 
know that the Creator of the lL niverse the Builder ot 


the World. had tucked away between H greatest S 


plot of ground which according to His plan and is 
me would be made av tilable to men ot every race 
ind creed 

His anticipation of the comi 
ot the world, God had allowed, through centuries 


numerable. the rivers to determine their courses 


deepen their channels, lakes to make their beds, torests 
to grow, soils to be enriched, oil to gather in tremendous 
pools, natural gas to accumulate in great reservoirs, top 
layers of earth to wear away to show the presence ot 
minerals of many types and va 1 amounts 

Once He had made ready tl for men who 
wanted freedom, He caused a Queen to sponsor the 
W hen the news 


of the discovery of the Western World was made known 


voyage that made its discovery possible 


among the nations, men trom every part of the globe 
sought passage to its shores and down through the cen 
turies since men tron ill the earth have sought retuge 
within its gates. “They knew it would be difficult to make 
their way in an unchartered land They were not un 


aware that the obstacles would | great However, for 
all of this they had no fear They wanted freedom and 
were willing to pay whatever price it exacted 

Early pioneers did not come to the new world for 
the purpose of forming a new government. ‘That was 
the farthest thing from their mind They came tor 
one reason and tor one reason only th it they " ight have 
treedon Their primary objective was to get away trom 
government which measured the worth of men by their 
contributions to the state, government which had no con 
cern for the individual, government which held men in 
chain of restraint 

Ihe “Mayflower” was more than a ship. It was a spirit 
of determination and purpose It has become to the peo 


ple of America a perpetual and spiritual flower 


1 flower 
that has become more beautiful in the hot sun of the 
South flower that has added its fragrance in the 
f the North, a flower that stands on the ledges of 
mountain sides m of promise to ill those 
ome underneath it hadow i flower that ha dug 


} 


t t lowe that has 


its roo in the desert sand ind aft 


udded landscape to the forests and one that has dispelled 
‘loom from the marshy places That is the spirit from 
which this country was carved That pirit that 
enabled men to drive across tron 0 ind trom 
north to south. that 1 Dossi conquer 

ubdue 
ountain ‘ laj I oth iried 
+} 


the as ‘ I wstiorn ie 


resources into woods ¢ } n progres 
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The efforts of the pioneers have not been lessened by 
those of the generations since Men are continually 
striving to make a better America, to enhance human 
values, and to make life more abundant 

Why America? America came into being in answer 
to the “Prayer for Freedom” that had been in the hearts 
of men for thousands of years, to provide opportunity for 
the realization of the hopes and dreams of peoples of the 
ages, to make it possible for men to develop their talents 
and enjoy the fruits of their labor, and to allow men the 
privilege of worshiping God without restraint and in 


accordance with the dictates of their conscience. 

How America? How was it born? 

Progress experienced by the pioneers was much greater 
than they had anticipated. In fact, it was so great as to 
cause uneasy concern by the Mother Country which 
feared that the economic advancements of the colonies 
might lead them to self-containment The concern was 
so great as to lead the Mother Country to impose undue 
regulations and regimentations upon the people. You 
will recall ‘Taxation Without Representation” as one 
among the many impositions 

The behavior of the Mother Country brought the 
pioneers face to face with their first real crisis. A crisis 
which challenged their purpose in coming to the new 
world. ‘They had two alternatives. One was to fall 
back to the old way of living and to subject themselves to 
autocratic rule which they had escaped only a few years 
before. The other alternative was to rebel and this was 
a dangerous procedure. Numerically they were few 
Economically they were weak Militarily they were 


utterly unprepared. 


Groups, large and small, throughout all the colonies 
discussed the situations and conditions with which they 
were faced and out of every discussion there came one 
conclusion, the conclusion that they had come to this part 
of the world to be free and that freedom they would 
defend even to the last man Their thinking and their 
determination led them to make known to the world 
their intent and purpose 


“We hold these truths to be self-evident, that all men 
are created equal, that they are endowed by their Creator 
with certain unalienable Rights, that among these are 
Life, Liberty and the pursuit of Happiness. ‘That to 
secure these rights, Governments are instituted among 
Men, deriving their just powers from the consent of the 
Governed. ‘That whenever any Form of Government be 
comes destructive to these ends, it is the Right of the 
People to alter or to abolish it, and to institute new 
Government, laying its foundations on such principles 
and organizing its powers in such form, as to them shall 
seem most likely to effect their Safety and Happiness 
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he document was a capital transaction in humas 


attairs. No other writing outside the Bible so clearly 
sets forth the hopes and dreams and ambitions of men 
It embodies the freedom concepts of the generations from 
the beginning of man’s inhabitation of the earth The 
writers were well acquainted with the provisions of the 
Magna Carta and those of the Bill of Petition of Rights 
They knew what their provisions would have done for 
men had they been allowed to operate. It was their 
purpose to restate them and to make significant additions 
to them in this declaration. 

When the Declaration of Independence became known 
to the Mother Country, the king became uneasy, parlia 
ment was called to debate, arms were assembled and as 
a result there was war. A war in which father and son 
engaged their close relatives in terrific battle. A war in 
which men suffered untold miseries at Valley Forge, a wa 
that led them to Bunker Hill and to Yorktown. When 
the noise of the last cannon blast had been dissipated 
n the winds and the brave dead had been laid to rest 
in their sacred soil, there came into being a free people 
lo be sure they were distraught. Their families had 
been torn asunder Their economy had been destroyed 
but they were free, free to build, free to develop then 
selves and free to establish a nation that would be dedi 
cated to human advancement and human dignity 

What America? What has America accomplished 

We have seen that America came into being because 
men wanted freedom. History reveals the hardships 
sacrifices and bloodshed required to establish Freedom 
Once tree trom the dictates of the Mother Country, the 
people set out to build a nation Their first task was to 
develop a guide for their efforts, a guide that would direct 
them to the achievements desired and achievements es 


sential to a tree economy 


Constitution Has Directed Our Progress 


Leaders from the several segments of the people came 
together and after long and sincere discussions wrote 
We, the people of the United States, in order to forn 
1 more perfect Union, establish justice, insure domestic 
tranquillity, provide for the common defense, promote 
the general welfare and secure the blessings of liberty to 
ourselves and our posterity, do ordain and establish this 
Constitution for the United States of America.’ 

This Constitution has directed this country through 
ix generations of unprecedented progress It has an 
swered every political, economic, social and religious prob 
lem that our people have encountered Its provisions 
ipply now as they have done in the past and they point 
the way to yet undreamed accomplishments by the Ameri 
can people. Amendments have been necessary and others 
may be required but the fundamental principles are not 


to be changed if democratic institutions are to endure 
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umend } P t thon Nave proved ul 

However, only one ot such mistakes has not beer 

“cted Dy the adoption of a ubsequent imecnament 

one, the Sixteenth Amendment or Income ‘Tay 

umendment, should be modified to limit its provisions t 
easonable proportions As it now eads 
Congress unlimited power to tax the income 
This amendment literally requires ti 

n their names to a check to be filled out by 

may see fit This is not in harmony 

ithe processes It is not good business t 

overnment or anybody else uncontrolled 


sank account of the Americar 
the power to destroy 
The Sixteenth amendn ent opens the door to 
ippears to us that the people should thoroughly survey 


e situation All the basic tenets of the Declaration ot 
Independence and the Constitution of the United 

l in one sentence ur country 

thesis that all men are equally 

liberty and the pursuit of happiness 
Some may say this is a great idealism 

not accomplished such noble objective 
tess that we have not carried then 
We can say that America has no 


at direction than have 
the history of man. Mer 
in still develop to ur 

gy to pay the pr 

Your sont 


of the 


1 es 
he world 
Progress has been tremendous Du no €as\ 
have worked hard and sacrificed much that 
a heritage They h 


n. Wel 


Establish our 

Effect union 

of 4 nion 

Prevent dissolution of the n of the 
Defend our foreign policy 

Stop and defeat aggressor n two 
Settle disputes on many quarte the 
would affect our welfare 


It may be we are about to encounter a third wor 


hope not lf we have to defend our freedon 


ind we shall. We have the material power, man powe 
ll power and the spiritual power to do whatever 


American Way of Life 


wk for a moment at the manner in which 


o maintain the 


operated how this nation has been 
but time allows mention 
1. Education 


requires an enlightened people 


The promotion of democt 
Education n 
ugh, continuous and inclusive Io accompli 
ective the public education program was s¢ 

early in our national life. Progress has been phenomer 


ut there is much yet to do to make certain that ever 


hild shall have the opportunity of sound and extensive 


ade and high school instruction. It is readily admitte 
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Il. Free, Competitive and Capitalistic Enterprise 
The American enterprise system is dedicated to the 


thesis that business should be operated: 


a. In the interest of the public that it should “Provide 
the greatest possible benefits tor the largest possible num 
bers of the people.” 

b. In an open and free market that the people should 
have “Freedom of Choice.” 

c. In a competitive market that goods and service 
should be provided at the lowest costs commensurate with 
sound business procedure and practices 

d. At a profit for management 

ce. At a profit for workers 

f. In such manner as to assure economic and 


advancement for all the people 


ur system of free enterprise holds that people should 
be allowed to establish and promote whatever business 
they may choose so long as it has for its purpose the 
enhancement of human values; so long as it does not in 
fringe upon the rights and privileges of others 

Every country believes in capitalism. Communism be 
lieves in capitalism. Communism believes that state 
should own the capital and that the people should 
punished tor any failure on the part of the state 
handle the capital profitably 


Socialism believes in capitalism sol ilism be leves the 
capital should be controlled by the state and that the 
people should be taxed to compensate the state tor any 
failures in handling the capital 

America believes in capitalism believes that every 
man should be a capitalist, that should be in the 
should be allowed 


It holds that 


earnings properly invested in An erican enterprise should 


hands ot the people, that every m 


to invest, to spend or to hold his earnings 


vield returns. 
We believe in the capitalistic system of enterprise 


practiced in America, because 


It offers superior employment opportunities 

It offers superior investment opportunities 

It affords the workers the world’s highest wages 

lt provides the world’s highest standards of living. 


Further, we believe in the American capitalistic sys 
tem because it makes available more different kinds and 
greater quantities of superior goods and services than 
provided by any other system of economy yet devised 

America—owns 48% of the radios in the world 
owns 56% of the telephones in the world 
owns 60% of the Lite Insurance in the 

world 
operates 50°) of the automobiles the 

world 
operates 34% of the railroad 

world 
uses 92% of the bathtubs in 
produces 46% of the electri 

world 
produces 60° of the steel in the world 
produces 60°) ot the petroleun in the world 
produces 50% of the cotton in the work 

produces 50% of the rayon in the world 

Vhese are but a few of the multitude of examples that 
show the superior productive ability of America and ind 
cate the abundance of finished products and consumer 
yoods available to the American people 

We believe that every man should be a capitalist l 
family 


lives 1 own stocks and bonds and shar i American 


um a capitalist 1 own the home in which 


USINESs ] have a definite stake in American economy 


Millions of men and women have placed thei 


earnings in the hands of American 
their earnings give them fair returns 
Lhe Americ in \W i\ ’ shall endure of 


men are free to pursue the business or f their 


rotession 


, 
choice; to own their respective shares of Ameri 
ness; to participate in the conduct of Americar 
ind to eniov the economic and social fruit 


usiness 


Our capitalistic system gives a 


ceed and the right to fail. One right 


out the other. Economies planned to pr 


limit success (ur system is based on 


individual ability, and individual ett 


The Capitalistic Enterprise System 


Despite the demonstrated superiority t con 
petitive ind capit alistic enterprise systen peer 


those ind there are those now who do not 


hey would change it to a planned econon 


ibjected to government control and allotment 


omy would destroy individual incentive 
economy that could by no stretch tf 


iate the needs and wants and desires 

In the early pioneer days, socialisn 

1 it tailed utterly and complete 
cause 


nose 
modern day violate that fundamental courage the 


} 


slothful and discourage the ener 


etl t should be 


pointed up that the “American Way” has no place for 


men of sound bodies and sane minds who will not work. 
Such men are unworthy of American heritage Dhey 


American Way.’ : 
(To be continued next month.) 
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Opinions of Credit Executives 


The most important retail credit problem for 1953 
is collection of accounts, for three reasons: one, 
overselling the public; two, advertising with low 
down payments on small payment plans with added 
interest; and three, the average home is over-fur- 
nished, because through fancy advertising the lady 
has overbought her budget and with the restrictions 
taken off it has made it easy for her to be in this 
predicament. So, 1953 will be a difficult year for all 
credit managers throughout the country.—Arthur 
Joly, Reid Stove, Furniture & Hardware Store, 
Ottawa, Ontario, Canada. 

x* * * 

First, there is the need to maintain an acceptable collection 
ratio with a correspondingly low percentage of bad debt loss 
rhis will become more of a problem in the ensuing year ¢ 
cause of long-term obligations which a large number of con 
sumers have In addition, however, business will be concerned 
primarily in retaining sales at a high level This will require 
a caretul expansion of credit with accent of iiget type 
accounts.—E. A. Heironymus, Miller & Paine, Lincoln, Nebraska 

x* * * 

Maintaining a proper collection percentage, and at 
the same time increasing credit sales, to both old 
and new accounts, is my answer to the question 
“What is the most important retail credit problem 
that confronts credit sales managers in 1953?” Fixed- 
income persons or people living on pensions, will find 
their purchasing power about the same Wage 
earners will fare well. The farmer's income will be 
slightly down, but still high, when compared with 
other years. Harder work, and a thorough knowl- 
edge of economic conditions will result in maintain 
ing a proper collection percentage, and will increase 
credit sales —Frederick E. Hardy, The Outlet Com 
pany, Providence, Rhode Island 

: 
are slowing down while charge business 
ovant, and this will create a problem to judge and 
so as to avoid overloading which 
osses Also obtaining and training 
suthcien mur t ollection clerks to foll up these ace it 
wil e a dithcult task.—William | t Charlies Ogilvy 
Ltd.. Ottawa, Ontario, Canada, Second President, Nat 
Retail Credit Association 
~*~ * * 

Our most important retail credit problem this year 
of 1953 is that of training our personnel. Of course, 
we face the normal problem of collections, but this 
will not be insurmountable, given the opportunity to 
alert our workers. This we can do with adequate 
training periods, thus enabling each employee to fit 
into the over-all picture in a most adequate manner 
Business depends now on customer-service, and cus 
tomer-service depends on trained personnel We 
must train them to sell while collecting and collect 
while selling. Thus the cycle is a complete one and 
without it we lose in sales volume and in good will 
—J. E. Willis, Jr. Arthur A. Everts Company 


Dallas, Texas 


enses, ne 


et out r t managers wi 
not co with the sales d 


Hoppe irs, Inc., Denver, ¢ 


Opinions of Management 


There are three most important credit problems for 
1953. 1. Continuation of efforts to secure new credit 
business and the more general use of their accounts 
by present credit customers in order to maintain and 
increase volume. 2. Control of collections. The con 
tinuous dropping of the collection percentages, which 
seems almost country-wide, presents a real problen 
It is a paradox that, with the highest employment in 


the country’s history, this percentage should be fall- 
ing Should employment drop or be curtailed or 
wage rates be reduced at a time when the collection 
percentage is low there would undoubtedly be a 
large amount on the books of all stores which would 
not be immediately collectable. 3. Control of ex 
pense. Operating expenses in all phases of retailing 
seem to be slowly creeping up. The credit depart 
ment must always be watchful that its operations 
are on a sound basis and that expense is kept at a 
minimum consistent with efficiency.—Robert C. Arm- 
strong, President, Armstrong's, Cedar Rapids, Iowa 
7 o + 
0 greatest credit problem during 1953 will definitely be 
that problem of being asked to grant credit to many transient 
persons ho have come to Wichita from other cities and whose 
credit records have not been esta shed in Wichita, and whose 
records are not clearly established even im the = cities 
from which they have come We suspect that this is a prob 
lem which will contront many of your large city members for 
there is a decided nation-wide movement of workers toward 
the larger industrial and manutacturing areas which are active 
n armament work during the present emergency We find 
that the transient person is also the customer who needs the 
most rapid delivery of his furniture items, and it is exceed 
ingly dithcult and awkward at times to delay delivery pending 
re adequate credit intormation from the customer's previous 
f residence It seems to me that a nation-wide educa 
campaign sponsored by the N.R.C.A. to educate the pub 
y young people in high school and college, as 
ince of adequate and reputable credit standings 
prove of great help in drawing the retailers and con 


together ward one major objective That objective 
is the gr inting of credit to a customer in the most 
courteous manner, and that can be done only with 
information in regard to the customer's previous and 
credit standing with other dealers Many transient 
who realize the far reaching scope of members of the 
\. would naturally strive to maintain more satisfactory 
standings as they move about the country and they 
rtance of taking with them to a 
v ity such adequate credit information as 
service in their behalf. I feel that the responsi 
worthwhile educational program lies squarely 

ureaus and pon local retailers who par 
s Encouragement sho 1 be given 
th the three groups working together 

satistactori ‘ plished 


anv, Wichita 


We have only one thought in connection with re 
tail credit for not only 1953 but also the years ahead 
I personally have never been in favor of mortgaging 
the future in order to stave off the present decline in 
volume That is what we are doing when we sell 
soft goods on time There can be some reason for 
isking for a reasonable down payment on a house, 
automobile, refrigerator or washing machine, which 
could come under the heading of “necessity,” but 
there certainly is no reason for the extent to which 
this country is permitting its future to be mortgaged 
for an immediate gain This cannot go on indefi 
nitely; therefore we can only sit and wait for the 
result of this evil Unless we make some effort to 
stop it now (capital as well as labor should have 
enough interest in this) wages are advanced under a 
false prosperity mainly caused by instalment selling 
Manufacturers of these products, instead of reducing 
their hours of operation, temporarily increase these 
hours in order to produce merchandise in greater 
quantity now rather than dividing this production 
over a period of time in proportion to the ability of 
the people to pay for these goods in thirty days or 
for cash.—Louis F. Schlueter, President, The Alms & 
Doepke Company, Cincinnati, Ohio 


t Is have ed 
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(Turn to “Credit Problems page 21.) 
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Large Store or Small Store 


Look at this bill... see how you can 
greatly reduce your own billing costs 


& When you use Recordak Photographic Billing 
af your billing clerks post only the sales check totals 
: —plus the usual credits and returns. This reduces 
a posting operations 85% ... and cuts your book- 
keeping machine requirements, too, And it ends 
expensive overtime because each clerk can now 
handle many more accounts—with greater accu 


the bill—reducing 
@perations 85%. 





A complete description of each purchase is 
unnecessary because the original sales checks 
are microfilmed . . . and sent out to the cus- 
tomer with the bill. Any clerk can do the job 

. can photograph sales checks for a fraction of 
a cent apiece . .. and in a fraction of the time 
required for filing in descriptive billing systems. 


€>.... bill answers customer 


questions in advance. With 
the original sales checks in 
hand. charges can be ree alled 
immediately. Which reduces 
“adjustment traflie” to a trickle, 


Speeds payments of bills, too, 


You get a better record—a photo- 
graphically accurate and complete 
microfilm record which can be filed in 
as little as 1°) of the space required 
for original sales checks: ready for 
immediate review ina Recordak 


Film Reader. 


Large store or small—you can realize the same percentage of sav- 
ings—over and above all costs — because Recordak has a complete 
line of microfilmers designed for varying requirements. You never 
have to buy features or refinements which can't be used profitably 
im your store, 

Learn how retail stores of every size are saving now... and get 
details on the complete line of Reeordak Microfilmers now offered 
on an attractive purchase or rental basis. Write Recordak Corporation 


Subsidiary of Kastman Kodak Company), 444 Madison Avenue, 


New York 22 N. , & 


TH MAIL COUPON FOR FREE BOOKLET 


4 A RECORDAK CORPORATION 
VNiversP® ~ (Subsidiary of Eastman Kodak Company) 
” 444 Madison Avenue, New York 22, N. Y. 


Gentlemen: Please forward a copy of “Make Your 


SRECORDERK 4 chiaeat 


(Subsidiary of Eastman Kodak Company) Name. 








originator of modern microfilming — 


and its application to retailing systems 
“Recordak™ is a trade-mark 


Company 














Additional Material on Skip Tracing.—<An 
other decision involving “skip tracer” form letters was 
handed down by the United States Court of Appeals for 
the Second Circuit on December 30, 1952. 
entitled DeJay Stores, Inc., v. F. T. ¢ 


case in which a retail merchant was named respondent in 


The case is 
and is the first 
the action. Other cases have involved collection agencies 
See January Creprr Wor.p, page 30. The court cited 


the three earlier court cases reported on. This decision 
constitutes, perhaps, the most informative discussion of 
the subject 

It appears that DeJay commenced its activities in trac 
ing debtors prior to 1943, at which time it used a double 
post card reading: “Due to the shortage of transportation 
and manpower we are unable to interview you personally. 
So please fill out detachable card and send in.” This 
was signed, “Personnel Management Bureau.” At a 
later time DeJay used a similar post card, which read: 
“Notice of Goods for Delivery. We are holding a pack 
age addressed to which we have 
been unable to deliver because of incorrect address.” 
Signed “DeJay Service Co.” 

The evidence showed that use of these cards had been 
abandoned by petitioner. But the evidence further showed 
that petitioner was presently using a form letter in 
simulated handwriting which was addressed to reterences 
furnished by the delinquent debtor at the time of his pu 
chase. It stated: “I understand you are a friend of Mr 

| have an important letter for him 
so please let me have the correct address,” signed by 
‘J. King.” 


mission banned all of these practices 


A cease and desist order issued by the Com 


The appeal was based on two contentions: first, as 
noted above, that the earlier practices had been abandoned 
The second contention was that the “J. King” letter did 
not constitute an unfair and deceptive practice within the 
meaning of the F. T. C. Act. 

It is the Court’s reasoning on the second contention 
that is of particular interest The Court said It is 
clear that, while the letter is literally true, the intorma 
tion is sought on behalf of the store to assist it in collect 
ing its debt, and not on behalf of an individual named 
J. King to enable him to forward an important persona! 
letter to the delinquent. ‘The fact that there is no‘actual 
evidence that anyone is likely to be deceived does not 
impair the finding that the letter was misleading 
petitioner intended it to be deceptive, and as used it o 
ously was so.” 

The Court then turned to the contention that the 
order “should not have included the two forms volun 
tarily abandoned in 1943 and 1946,” and said Since it 


is clear that the petitioner continued its campaign to 
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trace its debtors by using the ‘J. King’ letter which, 
though less flagrantly deceptive than the earlier practices, 
had the same purpose and effect, the Commission was 
justified in such a finding and in acting to prevent a re 
newal of the earlier methods. A court should interfere 
with the Commission's discretion in making an order to 
prevent the resumption of a discontinued practice only 
when it appears the practice has been ‘surely stopped 
The Court 


interest: 


commented on the question of public 
“Finally, the petitioner asserts that the requisite 
public interest for the Commission to act was not shown 
But it is not necessary to establish that the per 
‘T he Fed 


eral Trade Commission's conclusion that it is in the 


to exist 


son deceived has suffered any pecuniary loss. 


public interest to require that creditors should not use 
dishonest methods in collecting their de is within its 
discretion.” 

Controls.—As this is written the new 


tion is in process of abandoning price and wage controls 


Administra 


Ihis does not necessarily mean the complete elimination 
of the policies and procedures of the Defense Production 
Act of 1950, which expires in part on April 30, 1953; 
other sections ending June 30, 1953. ‘There 


that could influence thinking, and possibly Congressional 


action, either before or after April 30, 1953 
(ne such factor might be the suggestion of stepped-up 


ction to break the stalemate in Korea. Spokesman tor 


the Defense Department noted that “such a move | break 


ing the Korean stalemate} would mean vast expansion of 


the mobilization program, with new spend ng controls 


Controls, on such an assumption, and it 


ind taxes.” 
could happen, would be a long way from permanently 
disposed of as far as legislation is concerned 

On the other hand, continuation of the present long 
drawn-out Korean situation leads economists and others 

about the necessity of bolstering the economy to 

take up slack resulting from smaller detense spending 
Pertinent factors they say include consumer 
umong other things, to keep industry going, and 
new capital flowing into industry Example 
trend of thought 

The Department of Commerce reported or 
ot capital investment prospects by 84 large comy 
counting tor 3 . of all nont 
These companies, the report showed 
n 1954 and 1955 of 85 per cent and 80 per 


) 


tively, of 1952 volume 


Standard Factors Corporation predicted 
1 survey, that consumer credit will expand 
iain this vear It pointed to the fact tha 
sumer credit reached a new high last year reait sume 
was not out of line in relation to consumer income.” *** 





San Francisco, California 

Ihe Associated Retail Credit Men of San Francisco 
in Francisco, California, have elected the following 
ofhcers and directors for 1953-1954: President, Joseph A 
Lopez, Pacitic Telephone and Telegraph Company; Vice 
President, E. R. Tretheway, Earle ( Anthony, Inc 

‘Treasurer, Charles J. Benson, Retailers Credit Associ 
and Secretary, C. W. Dorar 

Retailers Credit Association of San Francisco. Direc 
tors: Harold F. Cadd, Ransohoft's; Harold R. Chesney, 
Corporation; Robert T. Farrar 
Macy's, San Francisco; and John F. Klein, Anglo-Cali 
forma National Bank. 


\ 


ation of San Francisco, Ine 


General Petroleun 


Wilmington, Delaware 

The new officers of the Credit Granters \ssociatior 
of Wilmington, Wilminegt President 
Lou Alper Morris leweler Vice President 
Walter Christy, Commercial Bank & Trust Company ; 
Ire isurer, Fran Egan Interstate Finance Company 
\. J. King, Kennard-Pyle Compas 

Wichita, Kansas 

The new officers of the Wichita Retail Credit Asscx 
atior Wichita Kansas ire President ( urt Cyood 
First National Bank; First Vice President. Jack Shields 
Second Vice President, Emerson Dole 
Appliance Center; and Secretary- Treasurer, Mrs. Maude 
Gallouy Walker Brothers Directors Mrs. Bernice 
Sharples, Buck's, Inc Dr. G. I Filton; Bill Walker 
Walt Keeler Co.; Lloyd Banbury, Kansas State Bank; 
Melvin Clark, Innes; Fred N. Dunkin, Hill Electric 

F. Tony Eisenbach, Dockum Drug; and Fay 


Delaware ire 


ind Secretar\ 


"1 , 
SKELLY 1 *. 


Price Auto Service (¢ ompany 


Portland, Oregon 
The Retail Credit Association of Portland Oregon 
Portland, Oregon, has elected the following officers 
President, Louis | Parker, Old 
King; Vice President, Fred Hesse, Lipman’s:; and 
tary-Treasurer, J.. D. MacEwan lL Credit 


ition of Portland, Oregon, In 


the ensuing year 


Albuquerque, New Mexico 
At the annual meeting of the Albuquerg it 
Association Albuquerque New Mexico the 
g officers and directors were elected Pre 
William I Martin, Securities Acceptance Corporation 
Vice President, C. E. Dinkle, Albuquerque Nationa 
Bank ; and Secretary-Treasurer, Chapin 8. Carnes, Credit 
Directors Vilo G. Lewis 
Continental Oil Company; Murdo L. Martin, Universa 
Carpet Company; Alton D. Partee, Joe Heaston Con 
panies; Lonnie D. Vaughan, Kirkoatrick Finance Con 
pany; John A. Ward, Lovelace Clinic; J. C. Randolph 
Southern Union Gas Company; Frank ‘Tschohl, Good 
rich Roofing Company; Russell Queen, Riedling-~Thomp 


Bure iu «(ot Albuquerque 


son Music Company; John Woodall, Sears, Roebuck and 


Company Bernard Stromber, Stromberg's Ruth 
Brown, Yearout Electric Company; Robert S$. Bowland 


lomlinson’s; and Margaret Mave MiceMurtry Manu 


facturing Company 


Victoria, British Columbia, Canada 
At the annual meeting of the Credit Granter , 
tion of Victor i. Vi 
following officers 
James Anderson 
tary, W 
4 
Ba 


Faton Co 
Bank ot Com: 
re Compan 
twenty-first birthday 
i annual conterence of Distr 


the N.R. May 17-19, 1953 
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KELLOGG Cred 
mplete store miter 1 
MORE DOLLARS tor 
sale un ating better « 
KELLOGG, Credit Auth 
need ve parate 
ng. Positive aut 
KELLOGG Spe 


: f aut ive 
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KELLOCE 2% 22:5 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
Dept 14-4 


19 West Monroe Street, Chicage 3, Hlinern 
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Edward Gordon Moor 


We regret to record the death of an old friend, Edward 
Gordon Moor, who was a prominent member of the 
Credit Grantors Association of Winnipeg for many years 
and a member of the directorate for a period of six years 
including two years as President He was a genial 
sincere friend and companion and a courageous gentle 
man. Such as he will always be missed.—S. FE. Masson 
Manager, Credit Bureau of Winnipeg, Winnipeg, Mani 
toba, Canada 

> . > 

It was with sincere regret that I learned of the passing 
of my friend, Edward Gordon Moor. “Dinty,” as he 
was known by his many friends, was a courteous, friendly 
chap, one who placed “Service Above Self.” 1 met 
“Dinty” on my first visit to Winnipeg some years ago 
ind had seen him on several occasions since. He attended 
the International Consumer Credit Conference at Banff 
in June, 1948, and thoroughly enjoyed the opportunity to 
meet old friends and make new ones 

Soon after he returned home he underwent surgery 
but did not regain his health. On my visit to Winnipeg 
last May I asked about “Dinty” and was informed that 
his condition was such that he was not permitted to have 
visitors. He was a loyal, enthusiastic member of the 
Credit Grantors Association of Winnipeg and keenly 
interested in the welfare of its members. His many 
friends in the credit circles of North America will regret 
to learn of his passing. On their behalf and personally 
I extend to his family sincere sympathy.—L. S. Crowder 


Winthrop C. Kerwick 


Winthrop C. Kerwick, Credit Manager, W. G. Swartz 
Co., Norfolk, Virginia, died at his home December 28, 
1952. He started as a shipping clerk in 1927 and was 
eventually promoted to Credit Manager. He was secre 
tary-treasurer of the Charga-Plate Association of Norfolk, 
member of the First Baptist Church, Mason, a veteran 
of World War II, and had long been a member of the 
National Guard. He is survived by his wife and a 
daughter to whom the N.R.C.A. extends its deepest 
sympathy. 





Positions Wanted 


Crepir Executive experienced in all phases of retail 


credit seeking sales promotion credit-collection opening 
Well known in national credit circles. Excellent back 
ground and references. Box 3532, The Creprr Worip 
MANAGER. Available immediately 
l'wenty-five years’ experience. Can take complete charge 
Highest references. Box 3531, The Crepir Wor .p. 


COLLECTION 


MAnacer or Crepir SALEs with 35 years’ experience 
in outstanding department stores desires to make change. 
Thoroughly capable of initiating and carrying out ex 
tensive credit sales promotion programs. Qualified to 
handle all phases of credit and collection procedure. Will 


locate anywhere. Box 3524, The Creprr Wortp 
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Coming District Meetings 


District Three (Florida, Georgia, North Carolina 
and South Carolina) and District Four (Alabama 
Louisiana, Mississippi and Tennessee) will hold a joint 
innual meeting in conjunction with the 39th Annual In 
ternational Consumer Credit Conference of the National 
Retail Credit Association, The Roosevelt Hotel, New 
Orleans, La., June 22, 23, 24, and 25, 1953 

District Seven (Arkansas, Kansas, Missouri and 
Oklahoma) will hold its annual meeting at the Connor 
Hotel, Joplin, Mo., March 15, 16, and 17, 1953 

District Eight (Texas) will hold its annual meeting 
it the Rice Hotel, Houston, Texas, May 17, 18, and 19 
1953. 

District Nine Colorado, New Mexico, Utah and 
Wyoming) will hold its annual meeting in Ogden, Utah 
Hotel Ben Lomond, April 12, 13, and 14, 1953 

District Ten (Alaska, Idaho, Montana, Oregon 
Washington, Alberta, British Columbia, and Saskatch 
ewan, Canada) will hold its annual meeting at the Em 
press Hotel, Victoria, British Columbia, Canada, May 
17, 18, and 19, 1953 


OO OOO OOO O+O+O+O+O+O+O+O+O: 


New Credit Women’s Breakfast Club at 
Indianapolis 

The charter chapter of the Credit Women's Breakiast 
Club, Indianapolis, Ind., was installed December 10 
1952. Officers installed, in a candlelight formal service 
were President, Mrs. Mary M. Cox, Indianapolis 
Morris Plan; First Vice President, Mrs. Opal M 
Roberson, Kay Jewelers; Second Vice President, Pauline 
Dobbins, Indiana Trust Co.; Recording Secretary, Helen 
June, Indiana National Bank; Corresponding Secretary, 
Guyella Keithly, Fidelity Trust Co.; Editor, Margaret 
Harlovich, American National Bank; and ‘Treasurer 
Mrs. Bea Vieth, Dayan’s. At the installation Mrs. Cox 
Marie Murray, President, District 13, C.W.B.C. of 
N.A., and Lewis Skinner, Director, N.R.C.A., made a 
seven-minute appearance on television held by one of the 
local newscasters. Mr. Skinner spoke briefly about the 
N.R.C.A., the annual conference of Districts 5 and 13 
and the International Conference of the N.R.C.A. to be 
held in New Orleans next June 


W. O. Perlick in New Position 
The Texas Bank and Trust Company, Dallas, Texa 
has taken a progressive step toward providing increased 
service to bank customers by extending a _ city-wide 
“Charge It” service. W. QO. Perlick, formerly Credit 
Manager, Meacham’s, Fort Worth, Texas, has been ap 
pointed to manage this new service. The Plan was an 
nounced in a full-page advertisement in the Dallas news 
papers in February. It is stated by the bank officials that 
this progressive step will result in greater relationships be 
tween the bank, the merchants, and the buying public and 


provide a service that will be valuable to all 





ee==—a_OS 
William T. Snider 


1875-1953 


Snider, 78, 


William T. 


Scruggs-Vandervoort-Barney, St. Louis, Missouri, died 


tormer Credit Manager 


the Deaconess Hospital, St. Louis, after a short illness 
February 25, 1953. He became connected with Scruggs 
n 1901 and in 1912 


Prior to that he was Collection Manager. On January 


he was appointed Credit Manager 


1, 1946 he retired and moved to his 450 acre farm at 
Hillsboro, Missouri, where he raised 
attle. He was one of the founders and later became 
president of the Associated Retail Credit Men of St 
Louis and the Credit Bureau of St. Louis 
convention of the National Retail Credit Association in 
Milwaukee, Wisconsin, June 19-22, 1923, Mr 


was elected President of the 


registered Heretord 


At the annual 


Association afte 
served as Vice-President and Director. At our annual 
convention held in St. Louis in 1931 he served as General 
Chairman of the Convention Committee and presided at 
the annual banquet. He is survived by his wife and two 
daughters to whom we extend our deepest sympathy 

Mr. Snider served the cause of consumer credit in a 
most loyal and wholehe irted manner I he N ition il 
Retail Credit Assox 


was always read) 


ition has lost a great friend; one who 
to further the cause of better credit 
operations His many associates in St. Louis and his 
multitude of friends throughout the country mourn his 


passing.—L. 8. Crowder 
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“Credit Problems” 


(Beginning on page 15. 


rning power in this and allied industries | has made 
less money in the hands of consumers ide industria 
strides have been made especially in the latter part of the 
present decade The ettect of this has been to give our economy 
strength his prosperity, to be maintained, is dependent on 
a buoyant export market. Competition in this field is keen and 
to meet it our costs must be kept im line There is an essentia 
responsibility here which labor must accept, and I believe it 
will in the future, with a view to preventing work stoppages 
where there is no real justification for such action As Cana 
dian industrialization increases, greater markets both at home 
and abroad are essential As for the latter, there is concern 
felt with respect to the United States market because we do not 
know what to expect in 1953 until the new administration, | 
its actions, confirms the course it will follow By the same 
token, this, the largest of the creditor nations, could reduce aid 
to Europe of money which finds its way to buy Canadian 
goods Otherwise, too, our exports are limited by import re 
strictions, imposed due to dollar shortages or ambitious in 
lustrial development programs by importer countries There 
s evidence also of defense spending tapering off to some de 
What does all this mean to us? Translated, it is a cha 
enge to all merchandisers to sell more goods in the home 
narket Accordingly there will be a demand for expansion of 
credit, and the most important credit peohionm or the sales 
redit manager in the vear 1953 will be to cont credit in such 
a manner that individuals will not assume payments beyond 
their capacity to discharge It is a responsibility that « 
granters, all of whom should be sales conscious, must, in 
ion, be realistic in the discharge of their duties to the 
f exercising necessary care and judgment, that will ensure 
nent of contracts rather than default.—H. C. Buker 
Begg Motor Company, Ltd., Vancouver, British Columbia, Can 
ada 


President 


Give the Lady What She Wants (Rand MeNally 
& Company, P. ©. Box 7600, Chicago 80, Illinois, 384 
pages, $4.50.) An entire colortul century of Americar 
life is wrapped up in this vivid, zestful story of a little 
dry-goods store that started in the mud of Chicago's 
Lake Street in 1852 and to grow up to become a world 
This is 


ilike It is the story of Woman's Century in which 


famous personality book tor men and women 


females won the right to buy, dress and live as they 
choose It is also the story of titank ugy ot 
businessmen to change the tace of a raw pioneer country 
Marshall Field's was the store that learned to 

lady what she wants. Through the eras of the hoop skirt 
the bustle, the Paris sheath gown and into modern times 
the authors, Lloyd Wendt and Herman Kogan, relate the 
amazing, behind-the-scenes account of how Field's grew 
Here, also, scores of fascinating photographs, is a 
unique pictorial record of the American way of life dur 
ing the past hundred years, especially the ever-changing 
panorama ot women’s tashions, and the development ot 
modern merchandising methods. Every member of this 
Assox ition would enjoy reading this book 

TY 


m 


Encyclopedic Dictionary of Business ( Prentice 
Hall, 70 Fifth Avenue, New York 11, New York O4 
pages, $10.00.) This Encyclopedic Dictionary of Busi 
ness is designed to acquaint both business and nonbusiness 
people with the language of busines The definitions 
furnish business people with an understanding of business 
operations methods ind practices and guide the layman 

his business dealings. They inform those in and out of 


about laws and legal terminology that affect thei: 


DUSINess 
ghts and obligations in evervday affairs lerms en 
countered in the following broad fields of business activity 


or business subjects ire detined wccounting advertising 


business fores isting correspondence credit and colle 
tions, finance, toreign trade industrial relations, insur 


ince, law, market mathematics, office management 


rchasing real estate retailing regulation ot business 
sales manayvement taxes trafh« management and other 
subjects. The terms have been consolidated in alphabetical 
order, regardless of the field or subject in which they 
occul The entire editorial staff of Prentice-Hall pas 
ticipated in the compilation of this book, In addition 
irious experts outside of the organization reviewed the 
definitions that came within the spec ilized fields of 
knowledge. Here you will find a composite of knowledge 
d through the bifework and experience of hun 


people in diverse fields of business 





—Position Wanted— 
Eleven yea 


mail order and department 


Crepir MANAGER-Orrice MANAGER 
experience as credit manager 
store thirteen years investigator collector retail collect 
ng agency Ave 48 Married 
Box 3533, The Crepir Worip 


Excellent references 
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LEONARD BERRY 


Y Ype JOD PART of the average store’s credit sales 
promotion eftort is directed to the more or less 
already established credit customer. ‘That is to say, when 
buying lists of credit prospects or selecting names from 
almost any source, satistactory previous credit experience 
is often the deciding factor in such selection 

Nothing wrong with that procedure, certainly the cus 
tomer who has built up a good credit record elsewhere 
in the community is an excellent prospect for another 
store. However, it does seem that the manager of credit 
sales who concentrates all his efforts on those established 
We are 


talking about that enormously potential market, young 


credit prospects Is missing a real opportunity 


people arriving at the age of independent buying 

Of course, it requires some courage to solicit the credit 
business of a young stenographer, secretary, or industrial 
worker with no credit record, simply an absence of derog 
atory information. Nonetheless, it is precisely such a 
person who is most flattered by the implied confidence and 
will thus more readily respond. 

Fashion merchandisers know that the young woman for 
the first time having her own earned money to spend, ts 
definitely clothes conscious. She knows the business and 
social value ota good appearance Her expenses (espe 
cially if living at home) are likely to be relatively small 
Extension of credit facilities not only brings in immediate 
sales volume but helps to develop strong store loyalties 
When made to teel at home in the store—treated with 
dignity and consideration she 1s likely to concentrate all 
purchases there—count that store her favorite 

Experience shows that young people carefully “briefed” 
on the wise use of credit usually regard their obligations 
with utmost seriousness They develop “budget atti 
tudes” and can be counted on to respect credit limits and 
payment requirements. Given a “Junior Account,” “Ca 
reer Girl's Account,”’ or some other limited and con 
trolled form of credit, they will generally prove to be 


eminently satistactory credit customers. 


This Month’s Illustrations > 

Following our usual procedure the letter illustrations 
this month are all trom our honor city, Kansas City, Mis 
We are gratetul to A. Lloyd Dye, Man 


ager, Credit Bureau of Greater Kansas City, tor his fine 


souri, firms 


cooperation in securing these outstanding letter illustra 
thons 

Illustration No. Fi The letter declining a credit 
application, as we all know, is one of the most difhcult 





Reading this publication carchully 
aud regularly will contribute to 
your success asa Credit Executive. 
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to write. In this letter illustration offered by F. H 
Chrisman, Credit Sales Manager, Rothschilds, the prob 
lem is well-handled. The letter has a friendly tone even 
though credit is being declined. Some credit managers 
like to add to such communications an invitation to allow 
the store to reconsider the application at a tuture date 
However, that is a matter of individual preference 
Certainly the “decline” letter should be as brief as possi 
ble and at the same time friendly—this one is 
Illustration No. 2. 


that the soon to be paid-out instalment account offers the 


Many credit executives believe 


best promotion possibilities. Duff ind Repp fine quality 
home furnishings store, clearly agree with this viewpoint 
This excellent letter is sent to such accounts within three 
months of final payment. Of course, it is only sent to 
those customers with a record for prompt payment. Such 
credit sales promotion letters in the opinion o many 
have greater effectiveness if signed 
store president. 

Illustration No. 3. Here is an ex 
We especially like tl 


in which the idea that good store service 


‘ ollec tion le tter 


tomers depends on prompt payment is stressed It would 


be difhcult to imagine any customer taking offense at thi 


cordial and considerate note from Emery, Bird I 


The letter is processed on paper measuring 
inches, consider ibly shorter than the regi 
Thus the 


by the letter paper \ good point think The only 


Te : 
commendable brevity o letter is matched 


sugvestion we would make would 

the person signing the letter below 

customer response 
Illustration No. 4. 


letter is used by Harzfeld’s. Note that the “good news,’ 


This outstand ny new account 


the notification of establishment of credit facilities 
given right away in the opening paragraph Lhis 


letter writing technique. Then the letter 


charve wcount customer i glimpse nt the “ 
fashion offered by Harzfeld’s. The inclusion of t 
of the store's Personal Shopper is sound \l any 
ire profitably stressing this type of personal seri 


' 


eatly tacilitated by the credit convenience 
ter incident illy is typed with i yreen 
tinctive color characteristic of Harzfeld’s 
Illustration No. 5. 


fication is used by Emery sird have 


This printed new 
using printed or engraved new account 

several advantages for them. This is especially well 
signed. Note the fact that the new account may be 

at store branches in Kansas City ; also at Scruggs 
Vandervoort-Barney in St. Louis, and Denver Dry Goods 
Co., Denver, Colorado. 


one side of which is shown 


This is a told-over torm, only 
**xe 





Zong Bak Tage 


February 


Sus tomer 


Kanses City, Missourt 


Dear Mrs. Customers 
Dear Mrs. Customer: 
Your recent application for a charg unt 
is gratefully acknowledged, and it 8 been 
our pleasure to give it car deration. 
t you please ass 
The information which we have been able t orwarding payment 
a » does not permit us to pass 
fevorably on your request at this tine. This ts just « friendly reainder. 
will be appreciated, 








@ the opportunity you have given 
thank you for y cash 

ur personnel ready 

at all times, and we hope that 


Tours very truly, 
OMEN BIND THAYER COMPANY 


ue to merit your good will 


Liection Depe 


F. &. Chrieman 
redit Sales Manager 
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January 1953 vs. liar 1952. 


DEPARTMENT STORES | DEPARTMENT STORES | WOMEN'S SPECIALTY MENS CLOTHING 
DISTRICT (Open Accounts) (Installment Accounts) STORES STORES 
d 
CITIES 1953 1952 1953 1952 1953 


AV | HI | LO HI 
alfa + + + } + +———_+- 





= _ mer. Se 
Boston Mass 
Lynn Mase 
| Providence R I 55 2/432 
Springfield Mass ) 1642/5391 2 0130 6/359(\258 660 687 

Worcester Mass 390 2 265 543 560/527 560/543 
2 New York NY | 2 580 |42 Of le , 01203 /|243)170 [470 |509 |450 015381454 
3 Atlanta Ga 














Birmingham Ala 


New Orleans. La 





Cincinnati. Ohio 5 588/453 } ! 17 4)19 1112.7 F630 ? 699 5671554 6) 8 49 
Cleveland Ohio 2 2564/3583 ( 511228'266 18713 q 6)37 415/337171 8179 . 
Columbus. Ohio 
Detroit Mich 

5 Grand Rapids Mich 
Louisville Ky 151476/51 5438 


< 


Ottawa. Ontario ” ‘ 1426417 
Toledo. Ohio 44 C 448.384 


Youngstown Ohio i 





Cedar Rapids Ia 
Davenport Ia 

Des Moines la 
Minneapolis Minn 
Omaha Neb 
Sioux City Ia 





’ Kansas City Mo 
St Louis Mo 46)4/ §549)513 > 420 54¢ 
Denver Colo >| 526,383 ; an | 9 46.3/514 
Salt Lake City Utah ) 2159 3'485 
Spokane Wash" 52.0 

10 Vancouver BC 
Victoria B C 
Los Angeles Calif 

,, Oakland Calif 17 ¢ 52 Pe) | 13564 596 











Santa Barbara Calif ) ] 5561595 


San Francisco. Calif 





Baltimore Md 
ld Pittsburgh Pa 
Washington D C 401 ) ; é 14 2119 6111 





lJ Milwaukee Wisc 547 572/44711869 |197 1180 






































® Figures fer December 


DEPARTMENT STORES reported an expansion of 10 was largely seasonal in nature. The ratio of charge-account 
per cent in instalment accounts receivable in December as collections to balances outstanding on the first of the month 
compared with 8 per cent in the same month last year. The was again 48 per cent, but was 3 points higher than in De 
amount of instalment accounts outstanding at the end of cember, 1951. Each type of transaction increased substan 
the year was 18 per cent above the end of 1951. Although tially during December, with the most marked gain in cash 
collections on these accounts increased 5 per cent during the sales. The latter was up 63 per cent and accounted for 
month, the collection ratio was unchanged at 17 per cent. nearly one-half of total sales. Instalment sales showed a 
Charge accounts outstanding at the end of December were monthly gain of 34 per cent and charge-account sales, 57 
up 33 per cent from the preceding month-end, and continued per cent. Gains from a year ago were moderate for all 
above the year-ago level. The increase from a month ago types of sale._-Federal Reserve Board 
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Charge Account Service Established by Chicago Banks 


Charge it to my Dank is now being said by many 
voppers in the Chicago area. A shopper's charge account 
service, similar to those now successfully operated by 
yanks in New Jersey, New York, Michigan and other 
states, is now being offered for the first time by a group ot 
yanks in Southwest Chicago. The sponsoring banks are 
the Pullman Trust and Savings Bank, Standard State 
Bank, and the State Bank of Blue Island. ‘These banks 
ire now accepting applications from individuals for charge 
accounts which may be used in purchasing merchandise 
Merchants 


trom a wide variety of retail stores 
cing incorporated into the program which 


ng on March 1, 1953 


eval 


I ach approved cl arge account customer will re“ 
embossed plate Each approved merchant will have 
machine for imprinting the plate on charge slips 
harge account customer, purchasing from one 
approved merchants, will simply produce her plate and 
order the item charged just as she does in a department 
store. The merchant deposits the charge slips to his bank 
wccount and receives immediate cash credit for the amount 
of the sales ticket less the bank's charges 

The shopper will make charge purchases at a numbe 
of merchants during the month but will receive only one 
nonthly statement from the bank, together with her sale 


the charges She pays tor all purchase 


slips explaining 
with one check or payment nm person r by mail it tive 
bank which issued her shopper's credit plate. The shoppe 
pays nothing extra tor this service Arr invements 


lso made so that she can even make payments from het 
iutomobile at the drive-in deposit windows at Pullma 
Bank or Standard State Bank if one of them provided 
the credit plate originally 

In order to open a charge account under this plan 
shopper calls in person, telephones or writes to one of 
these banks and a questionnaire is mailed to her. After 
the questionnaire is returned and approved 
plate is mailed to the customer J. C. Gilliland, forme 
General Credit Manager, Aldens, Chicago, and Director 
National Retail Credit Association, is in charge 
charge account credit service, it was announce 
Bartholomew 2) Toole, president of the three banks 
Crilliland, a veteran of 32 years in the retail credit 
has been setting up a staft and developing | 

program during the past tew months 

Department stores, men's and women 
goods hardware furniture hoe drug 1! 
accessory stores, camera and hobby shops, and 
tions are being signed up for the service which 


s of all categories e. 


chants now carrying their own charge accounts will have 
opportunity to sell these accounts to one of the banks 
ind can then devote their tull eneryies and capital to 
merchandising. On future sales they will have cash in 
mediately available on such sales instead of waiting until 


the customer pays his bills 


In other cities bank charve mcounts have boosted re 


' 


! ] . 
ulers’ sales as much as 30 per cent Merchants now 


losing out on sales because of the lack of charge account 
facilities will now be able to offer such service Lhe 
bookkeeping expense and operating and personne! prob 
lems attendant upon a small merchant's entry into the 
charge sales field will be iutomatn ally eliminated by the 
shopper ge account service. The merchant has none 
of the problems of credit investigation approval, collec 
tion and credit losses. ‘Telephone orders can be taken and 
delivered without the time losses and difficulties on 
C.O.D. deliveries 

The service helps the small merchant meet credit com 
petition It also enables him to increase his over ill sales 
volume by offering charge accounts and provides cash for 
taking advantage of merch indising opportunities It 
benetits the customer Dy makin ivailable a large variety 


of merchandise close to home and on a charge basi tae 





MEMBER 


AN UNUSUAL 
STICKER 


Natione! Retail THIS MOST UNUSUAL 
Credit STICKER has been designed for 
Association use by members 





ae They should be used on letter 
heads of the credit department and 
on statements on which a previous 

month's balance has been brought forward 
THIS STICKER carries the prestige of the Na 
tional Retail Credit Association and the slogan, 
‘Guard Your Credit As a Sacred Trust,’ is an 
excellent educational message Order a supply 

today 

SHOWN ABOVE actual size, they are printed in 
the National's colors, bronze blue on gold gummed 


paper 
Price, $3.00 per thousand 
NATIONAL RETAIL CREDIT ASSOCIATION 


375 Jackson Ave St. Louis 5, Mo 
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A page devoted to improving the mutual cooperative relationship between members of 


the National Retail Credit Association and the Associated Credit Bureaus of America 


“ET 


Take a Second Look 


] F YOU ARE a busy credit executive of a department 
store or other retail firm which has a credit depart 
ment, or if you are handling your own credit applications 
I have a suggestion this month which | think will help 
you During these days of competitive problems, rising 
costs and personnel turnover, it would be little wonder 
if you overlooked something that may be happening right 
in your own establishment, large or small. 

My first point ts that you should always use your local 
credit bureau to check every new application for credit 
But you don’t necessarily have to obtain a full report 
Consequently, you might review what actual policy is 
being followed by the people in your firm in using the 
credit bureau. 

You may find that they are meticulously following an 
original policy of clearing everything through the credit 
bureau, or on the other hand they may have fallen into 
bad habits of trying to use the eyeball method and hand 
picking your customers 

Hand-picking is costly. You could easily miss putting 
some good credit customers on your books, just as well as 
having the misfortune to select some undesirable ones 

On the other hand, it is just as foolish to try to judge 
people by their appearance and occupations, their place 
of residence or any other surtace conclusion. ‘I he most 
successful insurance companies not only expect insurance 
applicants to fill out a complete statement, but they use 
their position to help them determine the acceptability 
of the risk 

You may tind you are not employing this principle in 
the selection of your customers. It may be wise, then, for 
you to take a second look to determine whether time has 
erased your original instructions or resulted in careless 
ness on the part of those who are charged with the respon 


sibility of selecting your customers 


Take a Complete Application 


My second point is about the way you take the credit 


application. Of course, if you meticulously have the 





o do more business profitably, and to help 
“lost customers,” always take a com- 

from all new accounts 

and check these through your Credit Bureau. 
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credit customer answer all questions on a standard credit 
ipplication torm which you obtained either from the 
National Retail Credit Association or from your local 

} 


credit bureau) vou will seldon yvecome involved in 


trouble 


But too often too many people 
tomers don't get all the answers ! result that 
when the call goes to the credit bureau asking for infor 
mation about someone who is a newcomer to your com 


munity, lack of former addresses and former emplovment 


*? 
otten results in confusion, delay and the 


wasted money going on a wild-goose cl 


For instance, it is a mistake to ask the credit bureau 
for information without giving the bureau the full former 
address of the individual, no matter from what town he 
moved. ‘Try always to get the full name. Initials are 
most unhelptul at times when the bare name and address 
are all that your credit department asks your local credit 
bureau to find out about. Then, too, it cost money and 
frayed nerves because of slow service which results from 
inadequate information about employment or lack of 
identitying background information about the newcomer 


for at least five years or miore. 


Get As Complete Antecedent Information as 
Possible 


During the past 10 years, millions of people have 
When they give 


is reference a former location be sure to find out how 


moved in and around North America 


long they lived there. If it is only a vear or two. where 


> 


did they live before that After vou read these thoughts, 
talk to the people in your office who are responsible tor 


Find out if these people ask 


calling the credit bureau. 
the credit bureau operator if the information *y have 
to start the investigation about your newcomer ts sufhcient 
Your credit bureau operator can often tell you that 
in some areas which are highly industrial, considerably 
more intormation ts needed to make an inquiry on people 
who formerly worked in such and such a community 
By taking a second look at this policy alone, you will 
reduce the number of slow clearances between your credit 
bureau and your office You will also reduc ¢ the number 
of disgruntled customers who think you do not use good 
business judgment in handling their applications for 
credit ann 








C. B. FLEMINGTON . . Canadian Correspondent 


(te Ghanting Cnedit in Eanade ) 





Building Communications 


E. R. SUTTIE, Assistant Manager of Industrial Relations, The Steel Company of Canada Ltd. 
Hamilton, Ontario, Canada 


T IS INTERESTING to examine how history has ness and social lite of each of us, and that is, the con 

been shaped by communications. Beginning with the munications between people rely, there is no subject 
earliest recorded events, you may recall that the children of more compelling interest in the world today. One of 
of Noah, when they emerged from the Ark, decided to the baffling obstacles to understanding between the 
build a tower that would reach to Heaven and set about U.S.S.R. and the Western nations is the impenetrable 
its construction in all seriousness We are told how their iron curtain they have set up which prevents the Weste rm 
language was confounded so that they did not understand world trom communicating freely with the unhappy peo 
each other's speech and the project failed. ‘The story of ple who live on the wrong side of the curtain 


/ 


the Tower of Babel is a familiar one and from this cit In business we normally employ two types of com 


cumstance the people were scattered to form the begin munications: what we write and what we say. Since it 
ning of the different nations. We remember this inci is more readily done, | should like to deal first with what 
dent in the use we make of the word “babbling” to de we write There has been a great deal said recently 
scribe a confusion of senseless sounds typically encountered ibout business letters and how badly most of them are 
at a large cocktail party. written; a fact which must be admitted The stilted 
Throughout history great empires have fallen because form letter, cold and colourless, arrives on our desks in 
of poor communications or because the invader had better a never-ending stream. We all fall into the trap of us 
communications. In early English history an example ing a jargon that is related to our own specific activity 
can be found in the Battle of Hastings. During a day ind is probably quite meaningless to anyone unfamiliar 
of strenuous fighting the valiant English had successfully with the theme Such letters, heavily larded with tech 
held against the better-equipped and better-trained armies nical terms and catch phrases, at the very best make poor 
of William of Normandy At nightfall King Harold reading 
was mortally wounded and the tide of battle turned be A classic example of this is the story of a plumber who 
iuse the directing force, or communications centre, of wrote to the Bureau of Standards for advice. He had 
the defenders had been destroyed Thus a new period found that hydrochloric acid was most successful in clear 
in the history and development of the British people was ing clogged drains but he wanted to know if it was safe 
brought about by an event involving i change in con to use His enquiry brought i reply from one of the 
munications In the days of Elizabeth the First the experts that “the efficiency of hydrochloric acid is indis 


powerful Spanish armada was defeated when the fire putable 


| vuut the corrosive residue i incompatible with 
1 
‘ 


signals, a means of communication, alerted all England metallic permanence The plumber was pleased and 
to the threat ind the carefully prepared detense plans wrote to th ink then for letting him know that his 
were immediately put into action method was approved This was very upsetting to the 

In the early and critical development of Canada we expert who despatched a second letter as follows We 
can tind ex amples ot the same nature The Bartle on nnot sume respons itv for the production of toxK 
the Plains of Abraham determined for all time the fate of d noxious residue with hydrochloric acid and suggest 
New France Here two gallant generals ot equal mili ) \ ilternative procedure Once a " the 


tary genius Montcalm and Wolfe, were fighting the 


battle for the possession of the colony A vital factor t ) drochlot acid ! only 
' 
i 


in the uccess of the Br tish, under Wolfe was the ] { { en another ofhcia isked 

intage they had in better communications During tl tor adv He closed the tile 1 ing Don't 
of Quebec, which preceded the battle, Wolte w s wdrochloric acid It « 

keep in touch with his widely scattered outpo pisode points uy 

he controlled the river Montcalm was obliged probable that many of yo our own experi 

send patrols overland in order to accomplish the sa nm ould produce equally entertair xamples of bad 

best troops ilready weary bet I nications It has | ' gd untortuna 


j 


the \ feel compelled 


tinal envavement You 1 remember that wher 
British were moving to the cliffs to the ns the iff and to use constant! 


challenge of the French sentry was answered f It would be so much more pl t ' ve a letter 
Highland officer, who spoke French perfectly and was had a breath of warmth it I am quite sure th 
able to ensure safe passage for the infantry eftort to make business letters more human would be 

However, it is not this kind of communications tl worthwhile and, indeed, would produce more 
would like to discuss There is unother ind more ind cooperative action } lo the type ot | 
sonal type of communications, which is part of the commonly read 
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The real problem in communications is related to our 
daily verbal relationships with other people and is by no 
means confined to the business situation. It occurs in the 
home and in all other social intercourse. Communica- 
tions is an effort to establish reciprocal relationships. Not 
only do we wish to be understood but we must also under 
stand. Because we convey thoughts by the use of words 
it is important to recognize that there can be a difference 
in the meaning of words. We learn in school to put 
words together to make a sentence but it is not quite as 
simple as that because words mean different things to 
different people and, frequently, have no meaning out of 
context. Let us take a look at a simple descriptive word 
as an example. ‘lo someone in Montreal a blizzard calls 
to mind those uncomfortable occasions when the city is 
smothered with snow and it takes hours to reach home 
A person from the Middle West would 


remember a blizzard as a wild storm in which the wind 


in the evening 


sweeping over the open prairies, piled the snow in ten 
foot drifts around the farm buildings. ‘lo me a bliz 
zard recalls a southwest snowstorm in Nova Scotia 
with snow and salt spray hard-driven by the biting wind 
and behind it all the crash of breakers on the toam 
flecked rocks. 

Roethlisberger in Management and Morale, a book 
which should be read by all segments of management, 
has put it very clearly as follows: “Words refer not only 
to things happening outside our skins but also to our 
attitudes, feelings and sentiment towards these objects 
and events. This means that many statements are ex 
pressed which have little or no meaning apart from the 
personal situation of the person who makes them. ‘This 
not only makes the interpretation of what people say 
difficult but also makes it imperative to do a skilful job, 
because if we refer words to a wrong context we are 
likely to misunderstand what a person is telling us. The 
channel of communications in a business organization 
often becomes clogged because words are referred to 
wrong contexts,” 

It is a tremendous obstacle to understanding if we fail 
to recognize the truth of this statement. ‘The attitude 
sentiment or emotion is the carrier wave on which words 
are superimposed. To understand we must not only 
receive the words in a physical sense but we must also re 
ceive the sentiment or expression of attitude implied by 
the words used. Failure in communications often stems 
from this difficulty. It is not unlike two ham radio oper 
ators trying to communicate on different wave lengths 
No matter how loudly they may broadcast they cannot 
get through until they are on the same wave length. In 
establishing reciprocal verbal relationships it is necessary 
to use the words that convey a meaning that makes sense 
to the listener and, in turn, to put the same interpreta 
tion on the words he uses as was intended. I am sure 
that there are few who have not had an experience along 
these lines. Do you remember an occasion where a girl 
in your office sulked all day or even dissolved into tears ; 
or the time when you were gravely suspicious that your 
wife would put ground glass in the whipped potatoes ? 
If someone asked you what was the matter you proba 
bly shook your head in bewilderment and said “I guess 
I must have said the wrong thing.” Situations such as 
these just described can arise very easily from the use of 


wrong words or from words interpreted wrongly) 
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The recent interest that has been taken in this whole 
problem of communications has produced a better under 
standing than formerly existed. In fact there is a new 
science called “General Semantics” which can be de 
scribed simply as an effort to arrive at a common unde; 
standing of the meaningfulness of words. How patient 
we are in our efforts to understand what a small child 
handicapped by inadequate vocabulary, is trying to say 
and yet we are so impatient with adults when we fail t 
catch what they mean. We forget that very often grow 
ups are merely children with large collar sizes 

There is no situation more hopeless than that betwee: 
people where the one is expressing attitude or sentiment 
while .the other is confining his thinking and talking t 
facts alone. Neither one recognizes the difterence and 
there can be no resolution of a problem under these cit 
cumstances This is an important element in union mat 
igement relationship and successful industrial relations 
depend on each party appreciating the approach of the 
other and trying to find a common basis which will allow 
the communication of both tact and attitude, with reasor 
able weighting on both factors. The importance of thi 
should be evident and, moreover, in these situations one 
must understand that neither approach is confined t 
either of the parties because on one problem the positior 
taken may be based on fact, while on the next proble 
the attitude dictates 

1 should like to suggest a simple rule for building 
It is this loo fre 


quently we are so obsessed with the rightness of what we 


communications Learn to listen 
think that we make no effort to understand what the 
other person is trying to say and generally finish up b 
exchanging rude names. When an individual comes t 
you with a problem it requires skill and patience to get 
him to talk the thing out. In many cases the real reasor 
for the problem is quite removed from the situation whic] 
created it. It is only by persuading the individual to talk 
that you can learn the reason that underlies his problen 
By listening and endeavouring to get the real meanin, 
of what is being said one can add to one’s skill in con 
munications 
Be a Good Listener 
I venture to suggest that, with the tremendous interest 
now being taken in the whole matter of communication 
within a decade one of the most significant characteristics 
1 manager can have will be the reputation of being a good 
listener. If one can acquire the habit of listening and t 
skillful questioning pull out the complete thinking of the 
person one is talking to, it is possible to find the wo 
| 


to use in replying to him that will convey real meaning 


Vhis skill need not be confined to business 
it has a place in all the social situations th 
one's normal pattern of living Better communicatior 
can make life a vastly more satisfactory and interestir 
experience. We are handicapped at e | 
of understanding 

Che poets and prophets whose names are household 
words are simply men who were skilled in communi 
tions W hen they were not understood I J the I con 
temporaries they were classed as mystics, only to be re 
discovered generations later when the level of unde 


standing made their words meaningful. In modern time 


one of the most skillful of these was Gilbran and in h 
masterpiece, The Prophet he has something interesting 


to sav about communications The prophet wa 








d appreciate your sending me 30 membership signs 
which you were so kind enough to send me with my member 
ship folder These plaques will be of great value to me in 
displaying them in our stores as | have with the one yor 
originally sent me. I find that people read and respect then 

Reuben Dobbis, Credit Sales Manager, Kitty Kelly Shoes 
New York, N. ¥ 


“Kindly send us 1,000 of each of the enclosed 
stickers. We would like to see samples of all your 
stickers as in the comparatively short time we have 
used them we have found them quite effective.”"—M 
H. Roth, Buddy Lee Inc., New York, N. Y 


May | express my thanks and appreciation to The Crepr 
Wor.o for making available a publication for the use of 
younger and inexperienced men in the retail credit field 
Carl Christenson, B. F. Goodrich Store, Des Moines, lowa 


“I was agreeably surprised and honored to receive 
the honorary life membership certificate of the 
N.R.C.A. at a meeting of our local Credit Association 
recently, and I want to thank you and your staff for 
allowing me the privilege of this honor. It will be 
placed on the wall of my office and I am certainly 
proud of it."—O. A. Scherer, Customer Relations 
Director, The Bon Marche, Seattle, Wash 


L 


I enjoy reading The Creprr Wor.Lp every month 
many good ideas from it Gus L. Sanders, Credit 
f Springdale, Springdale, Ark 


“For some time we have been looking for an appli 
cation blank that would serve our purpose a little 
better than the present type we have been using 
On the back cover of the January CREDIT 
WORLD we found your application for credit which 
was approved and adopted by the members of the 
association. We feel this is the application blank 
we have been looking for.”—Gerald Meyer, Credit 
Manager, Blattners, Lima, Ohio 
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thank the N.R.CLA r the Lite Members! 

which was presented to at a recent meeting 
f our local association 1 have j ompleted 50 years of 
service with Byck’s and was honored by a dinner party at 
which | was presented with a diamond pin and a life men 
bership in the local association, credit bureat and = Credit 
Women's Breakfast Club engraved on a copper plate.’ Alma 
Spiller, Credit Manager, Byck Brothers & Co., Louisville, Ky 
Past President, Credit Women’s Breakfast Club of Louisy 


“I have read the December and January issues of 
The CREDIT WORLD and look forward to read 
ing every new issue.”"—D. S. Robbins, Gittleman’s, 
Inc., Alma, Mich 


1 want to thank you and the N.R.C.A. tor the Quarts 
Century Club certificate which | received some time ago 
im having it framed to hang in a prominent place in no 
othee Gussie Hanlein, Sidney West, Inc., Washington, D. ¢ 


“Enrolling me as an honorary life member of the 
N.R.C.A. is the best news I have received for a long 
time. For some time now, I have been an honorary 
life member of the Houston Advertising Club. I am 
making plans to attend the annual meeting of the 
National Association in New Orleans next June and 
I hope that nothing prevents my being there. I look 
forward to receiving The CREDIT WORLD each 
month.”"—William S. Patton, 3403 Locke Lane 
Houston, Texas 


We are always happy to cooperate with our friends in the 
National Retail Credit Association and particularly offer our 
congratulations on the November Caeprr Worio which in our 
estimation ts t f the finest eve edited W Oo. Pe kh 

Meachams, Fort Worth, Texas 
es 
“Would you please send us a supply of “The Credit 
stickers.. We used a few that you sent us on some 
of our slow clients and it really brought results.”"—A 
E. Byrne, Abshire’s, Insurance-Loans-Real Estate 
Bellingham, Wash 





ing home after spending several years among the peo} 
of a neighbouring city Just betore his departure h 
triends gathered and in turn asked him to express h 


views on many subjects \ weaver asked him to spe 


a ’ 
ot clothes, a lawyer about laws, a judge about crime 


punishment ind so on Chis is what he has to say abx 
ommunications And then a scholar said, ‘Speak 
lalking,’ ’ and he answered saying: “You talk wher 
cease * at peace with your thoughts; and 
can no longer dwell in the solitude of your heart y« 
in your lips, and sound is a diversion and a 

In most of your talking, thinking is h 
For thought is a bird of space, that in a « 
may indeed unfold its wings but cannot fly There are 
those among vou who seek the talkative through fear of 
being alone The silence of aloneness reveals to their 


eves their naked selves and they would es ipe And ther 


ire those who talk ind without knowledge 
thought reveal a truth which they themse 
understand And there are those who have 
vithin them, but they tell it not in w 
of such s these the spirit dwells in 
When you meet your friend on tl 
lace let the 
your tongue ! ’ I your 
ik to the ear of his ear ! vl will keep 
th of your heart as the taste remembe re 
vhen the colour is forgotten 
| think that Gilbran understood 
t that it is well worthwhile tor ea 
better communications, for in the process 
o our own stature and value in the ofhce 
home and in the community lo ill there re 


to be gained by bette om inications 
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OCEDURES AND COLLECTION PROBLEMS 


PROMOTIONS 


Have You a Problem? 


a” RESPONSE to many requests, and to fill what 
seems to be a real need, we are this month starting a 
Credit Clinic designed especially for the smaller business 
man. A panel of representative credit executives, selected 
from a cross-section of business and geographic location, 
has been named. (Questions concerning the credit and 
collection problems of the smaller businessman will be 
referred to this panel. Each panel member will be asked 
to answer the question in his or her own way. 

The question and the answers of the panel members 
will be printed in this column. It is understood, of course, 
that the opinions expressed are those of the individual 
panel members. No attempt will be made to coordinate 
or edit the replies in any way. 

Smaller businessmen are urged to submit their ques 
tions so that they, and all other readers, may have the 
benefit of the combined thinking of the panel of experts 
Please send questions to Leonard Berry, Educational Di 
rector, National Retail Credit Association, 375 Jackson 
Avenue, St. Louis 5, Missouri. The first question sub 
mitted to our panel was: 


QUESTION: J am a hardware merchant doing only 
a small amount of credit business. I would like to in 
crease my credit sales volume. What specific steps should 
l take? 

ANSWERS: W. ©. Perlick, Credit Manager, Mea 
cham's, Fort Worth, Texas: 


Charge Account business can be stimulated in the 
following manner: 


4 Include an invitation to open a charge account with 
every cash sale package 
Include in your advertising an invitation to open an 
account 
Select a highly promotional item and sell it at a low 
mark-up, use this as an invitation to open new accounts 
Send Charge Account letters to your Lay-Away or 
C.O.D. accounts 
Tell your salespeople they will receive 50 cents tor 
every new account name they submit to the credit 
office as soon as the new customer's account is approved 
and used 


J. E. Zimmerman, Credit Manager, Kirschman’s, New 
Orleans, Louisiana: 


Good credit service is the first important factor in 
increasing sales volume and building good will. Several 
specific steps could be taken to increase credit sales 
volume. 
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New accounts could be solicited by offering prizes to 
salespeople for each new credit account obtained by 
them and opened by the credit department 

Sending out periodically, say every three months, 
circulars advertising special purchases in hardware, to 
all open accounts eligible for add-on sales. A free gift 
could be offered (in the circular) to all preferred 
credit customers who purchase a specified amount du: 
ing the sale 

3 Sending out letter to all good paid-out accounts 
as soon as they are closed, inviting the custome 
come back and re-open his account Explain that 
his credit is already established ind you can give 
him lenient terms, prompt delivery, etc. Be anxious 
to serve him again. 

4. Mailing circular to all your old satisfactorily paid 
out accounts, offering as an inducement for them to 
re-open their accounts some sort of free gift. The 
credit message in the circular should read Your 
Credit is GOOD here. We invite you to re-open 
your account and use our famous easy Credit Terms 
It is the sensible, convenient way to buy and enjoy the 
things vou need. Buy everything on one handy a 


count ... on easy, extended payments.” 


Eldon L. Taylor, Secretary-Treasurer, Glen Bros 
Music Co., Salt Lake City, Utah: 


If I were doing a small credit business as a hardware 
merchant and wished to increase my credit sales volume 
I would take the following specific steps 


!. Include in all my newspaper and other printed a 


tising the statement that convenient credit term 

be arranged, but would not state specific terms in 
advertising, leaving down payment and monthly terms 
to the individual deal in instalment sales and giving 
the credit interviewer the opportunity to impress open 
account terms at the time the account is opened 

Have salesclerks ask each customer, as soon as tl 

sale is made, “Is this to be a charge?” If the answer 
is Yes, the regular account verification from the office 
will determine whether or not he has an account It 
he does not have an account the salesclerk should ex 

plain the advantages of a charge account and assist 
him in opening one 

Have a few signs made up, suggesting “Open a charge 
account” and place in conspicuous places about the 


store and in tront window 





4+. Add to all mailing pieces a statement that a Charge R. M. Wrylie, Credit Manager, Weinstock-Lubin, 
Account may be opened and that monthly terms may Sacramento, California: 
be arrang ge > 
anged on larger items Assuming that an employee of the organization is ac 


Use the tele : ’ . = 
se the telephone to inform old customers and friend quainted with the fundamentals of credit, increased credit 


necis alues. 3 P > eome . the 
of special values, and at the same time remind them volume man.be coemeed on isles 
that they are entitled to a monthly charge account and 


that instalment terms may be arranged on larger items 1. Keep the credit customers buying who are already on 


he books Whe he accou s paid, sen i tl I 
Mrs. Dorothe Bolte, Credit Manager, Lyons Brothers - F _— i , end es 


Lumber & Fuel ¢ ompany Joliet Illinois 


you letter and follow this with others if the first letter 


does not bear results 
It is difficult to give a specific answer to be used by 
Use show cards throughout store and in window dis 
the individual merchant in question as it would depend 
plavs to advise customers that charge accounts are 
on the scope of the inventory and also to some extent on ted 
invites 

the potential market as regards size and type of com 
Obtain a listing of the names in the immediate vicinity 
munity and surrounding areas : . 
, of place ot business and mail letters expl uning type of 

However, speaking in generalities, perhaps the first and 

accounts oftered 

most important step ts to formulate a definite credit policy 


) 
and do some promotional advertising incorporating terms Run a contest or drawing and from names and ad 


dresses on tickets obtain mailing list and promote from 


that 


If his reason for wanting to increase credit sales is to put 
idle capital to work and so-called “big-ticket’’ merchan 
dise is not being handled, he might venture into this Community newspaper advertisement of credit plan 
field on an instalment basis However, if this is not de Listinvs from deliveries if deliveries are made 

sirable, or practical, and only small unit sales comprise 


Credit applications placed through the store with 
bulk of present business, he might encourage cash cus business-reply envelopes for the convenience of cus 
tomers ifter ¢ ireful screening, to increase the if purchases tomers *“** 
through extending credit. 

It the merchant 1s located in a community where new Eedite rs Ni fe We would welcome comments trom our 
construction is quite prevalent, he could contact the con other members on this particular question Are there any 
tractors, both general and subs This type of account is other points not touched on by the panel which would be 
generally very desirable and once established requires a helpful to our inquiring member? Especially would we 
minimum of follow up for continued selling and can a be glad to receive copies of successful credit sales promo 


count for zable volume tion letters used by hardware store credit managers 








Reluctant Dollars 


Merchants and professional men can bring 


in reluctant dollars by using the tested 


oA ss 4 Collection Insert shown here. Prepared 
oes hein YOUR NAME at the urgent request of our members, it 


in this “Who's Who” has a definite tie-in with the credit bureau. 


Not only does it turn past-due receivables 
As a member of the Credit Bureau we are 
called upon to report, at frequent intervals, 
the credit standing of our customers. This educating the general public to pay bills 
report is available to every merchant or pro- . 
fessional man who is a member of the Credit promptly . 
Bureau. 


into cash, but it is an effective means of 





; ; This is another success number in our 
Your account with us at the present time 1s = ; _ pie s . 
PAST DUE. To maintain a good credit rec- series of Collection Helps. The size is 
ord, you should make a payment NOW or 


—_— fs three inches by five and one-half inches 
arrange for an early settlement. : 


and it is printed in dark green ink on canary 
bond stock. Only $3.00 per thousand. 


Name 





Owed to 








Balance $ nee, NATIONAL RetAit CREDIT AssOciATION 
Date 375 Jackson Ave. St. Louis 5, Mo. 


Guard Your Credit as a Sacred Trust 
eecee 
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GUARD YOUR ( RE DIT 
a5 4 5aCRED TRUST 


Your Opinion, Pleaso! 


IL: IS reported that there is a possibility of the Federal Reserve Board 
asking Congress to enact a law that will again give the Board control of 
consumer credit. 

Recently I wrote members of our Board of Directors for their opinions. 
Eighteen replies were received and only one favored credit controls. Three 
members of the Legislative Committee were also opposed to any form of credit 
control. 


In the January, 1953, issue of “Survey of Current Business” of the United 
States Department of Commerce, it is shown that consumer credit outstand- 
ing in recent years has averaged between 8 and 10 per cent of disposable 
personal income. The article states further: “The rise in 1952 represents the 
resumption of a trend which has been under way since 1945. Notwithstand- 
ing the recent large expansion, total consumer credit has borne about the same 


relationship to disposable personal income as in the five years preceding the 
war.” 

As stated in the columns of The CREDIT WORLD on previous occasions 
the experience of credit executives, starting with the “Crash” in 1929 and con- 
tinuing through the depression years of the 30's, was highly satisfactory from 
a loss standpoint. Throughout the years, with the exception of World War II, 
when merchandise was difficult to obtain, credit sales increased, due largely 
to the promotional efforts of Managers of Credit Sales. 

With few exceptions they have been strong advocates of sound credit 
terms and care has been exercised in checking applicants for credit. 

Our Legislative Committee will meet in Washington in the early spring 
and will appreciate your thoughts on credit controls and a vote for or against 
such controls. It will assist them in reaching a conclusion and in taking the 
necessary action should an effort be made to enact credit control legislation. 


AiG f. UA Qn 


General Manager-I reasurer 
NATIONAL RetTatL Crepir ASSOCIATION 
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Terms on Monthly 
Charge Accounts * 


HAS IT OccuRRED (or 
TO You 4 














You Need This Book 


Indispensable to retailers, financial institutions, doctors. lawyers. 


and collection agencies. Saves time and worry! 


THE SOLDIERS’ AND SAILORS’ CIVIL RELIEF ACT 


OF 1910. 4S AMENDED 








rs echeaergan al ; oe <e ; tf - ss : ‘ Xt ; t ol . DO YOU KNOW THE ANSWERS 
+ lege nna. Apewatone ve a TO THESE QUESTIONS? 


mation is presented under t ollowing headi } t shouk Merch 
‘ mself when 


granters to obtain a clear 


eques l a person class 
High lights of the Relief Act: Facts of interest s Dratt Board? 


to the credit granter kind of form should be used 

n tt 1 voluntary “give-up 

Analysis of the Relief Act: Prepared by a promi- a ere 

nent New York attorney and written in the calli 
language of the layman ' 


by a gual 


3) Questions and Answers on the Relief Act: tor a ‘ae Relief Act 


Phirty-nine problems of everyday occurrence i © repossess goods 


answered in a way which will assist you to se- A Service mat 


cure a working knowledge of the Act. Neces- 
@ Can ervt mans wite be evi 


sary forms illustrated for nonpayment of rent 


@Why : it mecessary to ascertair 
, : whether a person is in military service 
This new booklet approved by N R.« \ counsel Is prac I : ; : 
or not before bringing action against 
tical, easy to understand, and puts the information you want him through the courts? 
right at your finger tips. The Relief Act will not worry you if @ When is it necessary to file an affi 
davit as to the military service of the 
defendant? 


you have this booklet on your desk fo ly reference 

. : im secure a stay of 

Convenient pocket siz ) x V4 “ixty-lour pages ol on lings in connection with a 
vital information in clear easy-to-read ty A book you cannot ntered against him 


atlord to be without Get your cop yw! our coupon 
. man succeed 


below and mail with check TODAY the rr « charges reduce 


um during his 


. —_ ce in mnection with 
Price to members, 75¢ (to nonmembers, $1.00 alent aiiaiiiesh ide prior to 


npan require i 


NATIONAL RETAIL CREDIT ASSOCIATION eum evden for: ts lien against 


375 Jackson Ave. St. Louis 5, Mo. 
te 


Clip and Mail This Coupon N \at relief de : ne Retief Act pr 


| wil b sery man to the Gov 
NATIONAL RETAIL CREDIT ASSOCIATION 
375 Jackson Avenue, Saint Louis 5, Missouri 


Enclosed is check for $ for which please send me 
copies of The Soldiers’ and Sailors’ Civil Relief Act (1940 and 
Statutes Consolidated) at 75¢ a copy postpaid (nonmembers, $1 


Name 
Address 


City 





